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ROBB MUST GO, 
UNTERMYER TELLS 
PRESS REPORTERS 


Lockwdod Counsel Says He Has _ Ad- 
vised Fire Insurance Business 
to That Effect 
HZARINGS END FOR YEAR 
Unfair and Uninvestigated Statements 
in New York “Herald” of Large 


Profits on Insurance 


The Lockwood Committee has ad- 
journed its public hearings until Janu: 
ary 5. Several insurance men who were 
subpoenaed, including George E. Turner, 
counsel for the Casualty Information 
Clearing House, have been permitted 
to return home with the understandings 
that upon receipt of a.wire they will 
immediately come to New York. The 
life of the Committee does not expire 
until March 31, 1922. Whether or not 
insurance will be taken up on January 
5 is not known at this time as Samuel 
Untermyer, counsel of the committee, 
has had so much success in digging 
up information about the labor unions 
that he may continue that line of in- 
quiry as in that direction he has the 
support of the newspapers, the business 
men’s organizations and public opinion 
generally. Whether the committee will 
be continued after its present lease of 
life terminates cannot, of course, be told 
ai this time, but powerful antagonistic 
political influences are said to be at 
work. 

Insurance Attitude 

The attitude of the insurance world 
is “hands off.” Insurance executives 
do not object to investigation, but are 
annoyed at the type of newspaper pub- 
licity which is at present reflecting un- 
justly upon the insurance business and 
members of the insurance fraternity. 
Mr. Untermyer is directly responsible 
for some of the stories which are being 
printed, while others, especially those 
appearing in the “New York Herald,” 
are often of the “dope” variety. 

The “Herald” Charges 

The particular brand of “Herald” 
story of an irritating nature is one 
telling of 500% profits being made out 
of automobile insurance, and another 
telling of alleged addition to the cost 
of. building construction caused by the 
present system of rating compensation 
tisks. One reporter, after a talk with 
Mr. Untermyer said that certain insur- 
ance profits ran from 300 to 3,000%. 

Mr. Untermyer called in reporters of 


(Continued on page 18) 























First British Insurance Office Established in United States A. D. 1804 


-PHENIX = 


ASSURANCE COMPANY L™® OF LONDON | 


(ESTABLISHED 1782) 


A Corporation which has stood the test of time! 
139. YEARS of successful business operation. World- 


wide interests. Absolute security. Excellent service 


and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 
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*‘AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY” 


1792 1921 


CAPITAL............$5,000,900 


FIRE—AUTOMOBILE—MARINE 


Brokerage and Service Department 
CHAS. F. ENDERLY, Manager 
122-126 WILLIAM STREET, NEW YORK CITY 


INSURANCE COMPANY of NORTH AMERICA 


PHILADELPHIA 
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Read THE EASTERN UNDERWRITER each week 
and MAKE SURE you reach the SUCCESS terminal. , 
$3 a year for subscription which includes 52 
regular issues and all service editions --- 

THE EASTERN UNDERWRITER 
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SAYS UNINSURED ARE 
LARGELY COVERED BY 
INSURED SAVINGS 


Johnson & Adams, Washington, Co- 
Operating With Two Banks, Make 
Strong. Argument for Plan 


WONDER WHAT BANKERS THINK 


Business Lines Up on Either Side of 
Controversy; Caution Urged in 
Resolutions 


Insurance executives, general agents 
and agents are lining up on opposing 
sides in respect to “insured savings.” 
Some of the most important companies 
are against the proposition, while 
others are not at all antagonistic. The 
position of the Travelers in brief is 
this: 

The Travelers has not been pushing 
the Insurance Savings plan. Some of 
its agents, however, noting activities of 
certain companies in this direction 
have brought up a plan which the Com- 
pany has aceepted and which, accord- 
ing to one of its officers, “appears to 
be working out satisfactorily.” 

The Northwestern National is push- 
ing “insured savings” energetically. 
Milwaukee Neutral 
When “insured savings” came up for 
discussion in Milwaukee before the ex- 
ecutive committee of the underwriters’ 
association there Darby A. Day, Mutual 
Life, Chicago, was a speaker. The as- 
sociation decided not to go on record 
either way, feeling that because of en- 
dorsements of life insurance by vari- 
ous bank and trust companies the Mil- 
waukee Association should not take a 

position against “insured savings.” 

The BHastern Underwriter welcomes 
letters on either side of the proposition, 
and will print those which are perti- 
nent and interesting. 

As Seen in Washington 

Johnson & Adams, of Washington, 
D. C., Southeastern managers of the 
Continental Assurance, Chicago, who 
are co-operating with two banks in the 
operation of the “Insured Savings” plan, 
sound a note of caution. In a letter 
to The Eastern Underwriter they say 
that their experience so far has been 
entirely satisfactory. Continuing they 
write: 

“We believe that in this plan has 
been found a channel through which a 
large number of people hitherto un- 
interested in life insurance will be in- 
troduced to the benefits of legal re- 
serve life insurance, and that therefore 
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Noah— 
and His Neighbors 


















AVE you thought much about Noah since you used to go to 
H Sunday School? Next time you see an elephant, just pause a 
moment and consider how much you owe to Noah. He was the 
charter member of the “Do-it-now” Fraternity. And it is well for 
all of us that this is true. Six months after the flood it would have 
been an easy matter to have sold stock in another Ark. But at the 
time Noah started things, nobody believed that a forty-day rain 
was at all imminent. So those who were not busy sat around and 
had fun with the old prophet. Probably one wit closed an eye and 
offered to bet he could catch all the rain that was likely to fall in 
a bucket. Others, perhaps, tapped their foreheads knowingly, 
subtly implying that so far as Noah was concerned, there was 
“Nobody Home.” But Noah was a big man with a fixed and worthwhile idea. He had his 
mind made up that it was going to ram, and what his neighbors thought, and that they didn’t 
engage staterooms, affected him not at all. Yes, Noah allowed that finally and after a while 
the rainy season would come along good and plenty—and it did) When it comes to life in- 
surance, many of us today are like Noah’s neighbors—we don’t believe it is ever going to 
rain. A few think that if it does it will be “only a shower.” Others have an idea that the Ark 
they now carry is “big enough.” They don’t stop to figure out that while it might have been 
adequate a year or two ago it is not “Ark” enough today. It’s a life insurance company’s 
job to convince these skeptics that it ts going to rain, even though the sun is out, even though 








there is not a cloud in the sky, even though the barometer is at its normal mark. Your work 
is, like Noah’s, to build your Ark and get it done If your neighbors choose to sit around until 
drowning time, «don’t you., So remember—some day it is going to rain—are you prepared? 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 
Forrest F. Dryden, President 
Home Office, Newark, New Jersey 
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all worthy efforts to make a success of 
the plan should be encouraged both by 
life insurance companies and agency 
men. 


“Our experience has repeated that of 
other companies in other cities, namely 
that more than 50% of the people who 
enter this combined thrift and insur- 
ance plan, have never before carried 
legal reserve life insurance and a still 
larger percentage have never before 
had a saving account. Surely a ser- 
vice is being rendered their respective 
communities by banks co-operating in 
this plan. 


‘We are not speaking for our Com- 
pany because any expression from the 
Company must, of course, come from 
one of the officers, but as general agents 
having at heart very earnestly the in- 
terests of legal reserve life insurance 
as an institution and the American 
agency system as a principle, we earn- 
estiv hope that we have seen about 
the last of these ill-advised and in some 
cas¢s bitter resolutions which have been 
passed by certain bodies of life -insur- 
ance men. Surely there can be no 
criticism of a life insurance man who, 
feels that the operation of this plan 
wil! injure his business, and takes a 
strictly trade pos‘tion in opposition to 
it. But to put the opposition on the 
plane of ethics is foolish. In the opera- 
tion of the Insured Savings Plan. as has 
come under our personal observation, 
the bank is not engaged in life insur- 
ance business and does not receive any 


compensation or commission of any 
kind on the life insurance. The 
sale of the life insurance is en- 
tirely in the hands of the duly li- 


censed agents of the insurance com- 
pany. And, therefore, to take the posi- 
tion that the plan should be .opposed 
because it is an extension of the part- 
time agent evil is erroneous. But, even 
if it were a just criticism of the plan, 
are home offices and general agents 
opposing the plan ready to go to the 
logical end and offer practical proof 
of their sincerity by cancelling all ‘part- 
time agency contracts now outstanding? 
It would be difficult to convince an un- 
biased public that a bookkeeper, or a 
retail clerk, or blacksmith, licensed by 
an insurance company for part-time 
work, is in a better position to intel- 
ligently serve the insvrance interests of 
the public than is the average bank. 


Impression on Bankers 


“We are wondering what impression 
is being made upon the bankers of the 
United States by those of us in this 
business who are so bitterly attacking 
banks for participation in this co-opera- 
tive plan. If we look back a few years 
we realize that bankers have proved 
themselves the best friends that legal 
reserve life insurance has. They have 
unhesitatingly recommended life insur- 
ance to their depositors, have pointed 
out ways in which life insurafice can 
be used to meet various business con- 
tingencies and have spent literally 
thousands of dollars in newspaper ad- 
vertising to the benefit of life insur- 
ance. This has been prompted by the 
unselfish motive of promoting thrift 
and prudent foresight in the respective 
communities. Notwithstanding the fact 
that with very few exceptions no 
group of general agents or companies 
in our business is willing to spend its 
own money in institutional advertising, 
we have acclaimed with cheers the 
banker’s generosity with his own money 
in our behalf. We have accepted all 
and what do we give in return? The 
moment that the banks apply the prin- 
ciple of legal reserve life insurance in 
a practical way to rounding out a thrift 
Program of their own they find them- 
selves attacked, condemned and abused 
by men in the very business for which 
they have done so much. All this is 
true notwithstanding that fact that in 
co-operating in this plan banks are not 
entering the insurance business but are 
going to regular legal reserve life in- 
surance companies and buying legal re- 
Serve life insurance for depositors’ ac- 


counts at one hundred cents on the 
~ dollar. 





INDIANAPOLIS, INDIANA 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 





American Central Life 


Insurance Company 














“We hope that certain groups in our 
business do not present to the bankers 
and to the business world, as sorry a 
spectacle as we fear must be the case 
uniess this selfish, short-sighted agita- 
tion subsides.” 





COMMENTS ON BANK PLAN 

William R. Dudley, member of the 
Equitable Life Assurance Society, Chi- 
cago, writes to The Eastern Under- 
writer: 

“It seems to be the rage in this ter- 
ritory at the present time for the banks 
to stimulate their savings department 
by hooking up with a life insurance 
plan, It seems to me if this becomes 
universal that it would do a great deal 
to supplant the agent and make it so 
insurance could be purchased through 
the banks like Woolworth’s Five and 
Ten Cent Stores.” 





Now Co-operating 
With 35 Banks 


NORTHWESTERN NAT’L PLAN 


Says at Start $1,000 Accounts Were 
Contemplated; Grow to $10,000 








Now 
In a special article in the North- 
western National Agent Frederick 


White, of that Company, tells its ex- 
periences with the bank savings plan. 
The Company has already made ar- 
rangements with thirty-five banks, both 
large and small, and believes it will 
spread. A general plan is being car- 
ried out “where men are asked to 
nominate the bank in which they desire 
to make their deposit, and in no case 
are our agents suggesting the bank 
or attempting to influence the decision 
of the prospective applicant,” he says. 
“Whenever a bank desires to co-operate 











THREE RULES: 














Rebate Rule. 


agency force of 








The Northwestern Mutual Life Insurance 
' Company was the pioneer in establishing 

rules to protect itself and its agents 
against evils which demoralized the business. 


For twenty-seven years it has enforced a stringent Anti- 


For twenty-three ‘years it has observed a No-Brokerage Rule 
which prohibits the acceptance of business from, or the pay- 
ment of commissions to, other than an agent of the company. 
Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another 
company upon an anti-rebate agreement from him. 

For more than twenty-eight years it has adhered to its 
present Civil Service Rule which provides that all appoint- 
ments to general agencies shall be made from those already 
connected with the company and otherwise qualified. 

To the literal enforcement of these rules is attributed, in 
large part, the success, high character and the loyalty of the 
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Northwestern Mutual Life Insurance Co. 
of 


Milwaukee, Wisconsin 

















by sending out circulars or furnishing 
list of names—in such cases the solici- 
tor will, of course, state that he has 
been sent by the bank and solicits the 
account in the name of such bank.” 

Continuing Mr. White says: “It is 
our plan to get into industrial groups 
through the co-operation of banks whose 
directors are related to such groups, 
and, in this way, reach and interest a 
large number of employes, many of 
whom heretofore have had to be con- 
tent to buy fraternal or industrial in- 
surance. We have found that the two- 
fold appeal of protecting loved ones 
and planning for economic independ- 
ence is one that appeals to every one, 
and we have already written a consider- 
able number of these applications 
where life insurance made no appeal 
whatever. 

“At the start these accounts were 
written for $1,000. But the figure is 
climbing as high as $10,000. One man 
who could not afford to carry $5,000 
term to cover a mortgage indebtedness, 
insisted upon being written $3,000 on 
the bank savings plan. 

“While he could not afford $45 a year 
for term protection, he could afford to 
deposit $30 a month in this plan,” said 
Mr. White, “and to him this meant the 
saving of $3,000 in ten years to apply 
on his mortgage.” 

In a notice to agents about insured 
savings the Northwestern National 
says: 

1. Re Bank Savings and Life Insurance Ap- 
plications—No applications for the bank sav- 
ings plan are to be taken where the date of the 
policy and the first deposit is more than one 
month later than the date of the application. 

If the date of the policy is to be more than 
two weeks later than the date of the medical 
examination, the agent must have a health cer- 
tificate executed and signed by the applicant, 
and return it to the Home Office, before the 
policy will be released. This certificate of 
health should be executed not earlier than one 
week before the date of the policy. 

Credit for business written on this plan, 
where the policy is to be dated ahead more 
than two weeks from the date of the medical 
examination, will be withheld until the policy 
is released for delivery by the Home Office 
upon receipt of a health certificate signed by 
the applicant. 

2. When a bank agrees to co-operate in the 
bank savings and life insurance plan, be sure 
to write the Home Office at once, giving the 
corporate name of the bank, and the rate of 
interest they pay on savings accounts. We 
need this information for preparing the certifi- 
cate. The company will write the bank a letter 
enclosing our printed banker’s letter suggesting 
the manner of handling the accounts, and will 
send them a supply of insurance cards. P 

3. Re Preliminary Inquiry Blanks—Tentative 
offers and authorizations made on the basis of 
preliminary inquiries hold for only a sixty-day 
period. If more than this time has elapsed, 
the case should be taken up again with the 
Home Office before submitting a regular appli- 
cation, as in the interval we may have re- 
ceived information which alters the standing 
of the case. 


SCHOONMAKER MADE MANAGER 








Joins Pan-American Life to Organize 
and Manage New Accident and 
Health Department 





T. A. Schoonmaker, of the Globe 
Indemnity Company, will become the 
manager of the Pan-American Life In- 
surance Company’s new accident and 
health department on the first of the 
year. The Pan-American Life is one 
of the young companies in the South- 
west; being organized in 1911 and now 
writes in about one-third of the States, 
and in Cuba, Panama and some of the 
South American republics. 

Mr. Schoonmaker, who resigned as 
supervisor of the accident and health 
department of the Globe Indemnity’s 
Metropolitan Department to accept his 
new position. has had considerable ex- 
perience in the accident and health field 
and is well-qualified to assume his 
duties in New Orleans. He received 
his training under Dr. J. B. Galloway, 
the head of the accident and health 
department c° the Globe Indemnity 
Company, and was appointed super- 
visor of the accident and health de- 
partment in New York last September. 





REDUCES ASSESSMENT 
The Northwestern Mutual Life, Mil- 
waukee, has secured a reduction of the 
assessment on its old and new office 
buildings. The case has been in the 
courts for several months. 
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Progress of the Equitable 








NEW FEATURES INTRODUCED IN A DECADE 





Group Life Insurance Non-Cancellable Accident 
Group Disability Insurance and Health Insurance 
Safety Inspections for Groups Premium Waiver Clause 


Home Purchase Insurance Disability Income Clause 
Refund and Cash Refund Annuity Double Indemnity Provision 


Income Bonds for Old Age Excess Interest Dividends 

New Convertible Policy Post Mortem Dividend 
Corporate Policy Endowment Conversion Privilege 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement 
Retirement Annuity : Free Health Examinations 

New Survivorship Annuity Special Training for Agents 











PROTECTION 
THAT 
PROTECTS 


INSURANCE 
THAT 
INSURES 








GROWTH IN A DECADE 
1920 1910 Increase 
Outstanding Insurance Dec. 31st. $2,656,524,071  $1,347,158,692  $1,309,366,279 
New Insurance................. 529,559,921 107,965,091 421,594,830 
Beeets Wee. 21G8 . 0. eo ices 627,141,737 492,197,585 134,044,152 
Liabilities Dec. 31st............ 539,140,795 409,528,600 129,602,195 
Premium Income............... 053545787 - 53,160,164 42,194,623 
Pe MOON 55a Kei aii css cas 132,156,942 76,289,493 55,867,449 
Payments to Policyholders...... 72,683,550 53,119,670 19,563,880 











THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
of the UNITED STATES 


120 Broadway New York 
W. A. DAY, President 
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Crocker Asks Caution 
In Acting Relative 
To Insured Savings 


GUEST OF HONOR AT LUNCH 











First Member of Boston Association of 
Life Underwriters to Head An 
ig Insurance Company 








j The largest meeting ever held of the 
1 Boston Life Underwriters Association— 
last week—was a luncheon at the City 
Club, which took the form of a luncheon 
in honor of Walton L. Crocker, presi- 
dent of the John Hancock. 

Mr. Crocker spoke on the subject of 
“Life Insurance and Credits,” especially 
wih reference to the relations of banks 
to this issue. This led him to touch on 
the present controversy over the in- 
sured savings proposition. He said that 
this was a serious matter, needing care- 


ful attention from companies and the 
agency forces, but counseled against 
hasty action, as he felt that the rela- 
tions between the banks and life in- 
surance interests which has been so 
friendly and in which there had been 
a strong spirit of co-operation should 
not be strained, which might easily 
happen if there were injudicious action 
on the part of associations of life under- 
writers. 

The reception to Mr. Crocker came 
from the heart, and he was introduced 
as the first member of the Boston Asso- 
ciation of Life Underwriters to be 
elected president of a life insurance 
company. 





NOVEMBER ANALYSIS 





How Business of Penn Mutual Life’s 
Home Office Agency, Phila- 


delphia, Was Classified 





The Penn Mutual Life has analyzed 
the November, 1921, new business pro- 
cured by the Home Office Agency, 
Philadelphia. The paid for was $1,- 
330,980, number of policies 256. They 
were divided as follows: Ordinary Life, 
106; Limited Life, 31; Endowment, 31; 
Term, 61; Miscellaneous, 15. Six of the 
policies were issued on ages 19 or un- 
der; fifty, 20 to 29; 71, 30 to 39; 84, 40 
to 49; 12, 50 to 59; 2, 60 or over, male. 
Sixteen were issued on female lives, of 
which six were on ages 20 to 29. 

Occupations were the following: at- 
torneys, artist, architects, advertising, 
accountants, banker, brokers, clerks, 
chemists, contractors, dentists, drafts- 
men, decorator, dressmaker, engineers, 
electrician, farmer, housewives, insur- 
ance brokers, merchants, machinists, 
managers, milliner, ministers, printers, 
presidents, physicians, pharmacists, real 
estate brokers, salesmen, secretaries, 
superintendents, students, teachers, 
treasurers, undertaker. Merchants led 
with 34 for $246,192; then came clerks 
with 16 for $108,384; salesmen, 15, for 
$60,500; and managers, 14 for $100,754. 

Insurance was written payable to the 
following beneficiaries: wife, 143; sister, 
4; husband, 4; mother, 34; father, 5; 
children, 4; estate, 32; trustee, 5; 
creditor, 1; corporation, 5; partnership, 
2; legacy trusts, 2. 








NEW PAYMENT PRIVILEGE 
Policyholders of the Lafayette Life 
may now pay premiums after the first 
year on the semi-annual or quarterly 
basis if. they desire to do so, the 
chanze from one form to another to 
be made at the end of the policy year 
and spon written request. Each semi- 
annu:] premium will be 52%, and each 
quarterly premium will be 264% of the 
annual premium, the nominal increase 
in amount of the payments being com- 
Pensation for loss of interest, the addi- 
_ tional cost of accounting, and the grace 
_ privilege; each semi-annual or quarter- 
Premium having the same grace 

_ Privilege as the single annual premium. 














Most Important Asset 
Is Life Insurance 


BANKER’S FULL ENDORSEMENT 








Lowell Man Tells Life Underwriters 
What the Bankers Think of Insur- 
ance as Collateral 

Life insurance has become one of the 
most important assets of the borrower 
from the viewpoint of the banker, said 
J. Harry Boardman, cashier of the Old 
Lowell National Bank, in his address 
before the Lowell Life Underwriters 
Association. Mr. Boardman was the 
principal speaker of the evening and 
was fittingly presented to the meeting 
by President Henry A. Smith. Extracts 
from his address give life insurance a 
strong endorsement: 

“Life insurance has become one of 
the most important assets of the bor- 
rower from the viewpoint of the banker. 
During the uncertain times of the busi- 
ness depression many banks refused 
even collateral loans without the addi- 
tional security of life insurance poli- 
cies. When a man comes to us to bor- 
row money we want to know how much 
life insurance he carries. As a rule, 
his business rating goes up with his 
insurance. It is highly important to 
know what prevention he is making to 
take care of his obligations if he should 
die with them unpaid. 

“Not infrequently banks find them- 
selves tied in with doubtful, slow loans. 
As time goes on the prospect of pay- 
ment does not become any brighter, it 
looks like a long carry for the bank, 
and to protect its interest they some- 
times persuade the borrower to take 
cut a life insurance policy, and in not 
a few cases the bank itself is obliged 
to pay the premiums. These premiums 
are a business expense, and are so de- 
ducted from the bank’s earnings. 








1867 


THE 


EQUITABLE LIFE OF IOWA 


Results of 1920 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 


1921 








Sixty-nine per cent of all business 
written since organization still in force. 





For information address: 





Home Office, Des Moines 








“The value of life insurance to a 
bank when making loans to its cus- 
tomers has been considered very care- 
fully by a great many banking institu- 
tions and is used extensively in many 
banks. To begin with the first value 
is the moral value because a man who 
buys life insurance to protect his credi- 
tors and his home is a better financial 
risk than if he did not carry protection 
for these purposes. 

“In the second place, as he carries 
this insurance and the guaranteed 
values increase under it, there is a con- 
stantly increasing offset to the loan, 
through the cash values, should it be- 
come necessary to surrender this in- 
surance and liquidate the indebtedness. 

“In the third place, in event of death, 
the bank is immediately furnished with 
liquid funds with which to reimburse 
them. to the extent of the indebtedness 
carried, thereby relieving them of de- 
lays and expenses in connection with 
the payment of the loan made. 
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New York Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 & 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 


I oth aa, xe Goa ub bib ew kbd 2566640600: ts eb awws O 9% $142,672,244 
EE II 9.55 och cs acd cocoa e c'etsecd Sanccunesad 44,335,004 
Other Imcome ......cccccee. yea Beda bes ad ales eebuewaae 6,782,885 

Total Income ..... Lew kW RSe Whe Cha newd ee hye ied $193,790,133 

Paid Policy-holders, 1920 

NE ar, a, De Lae wind RE Eew deco eet abe casei $35,036,558 
Endowments alee Matas wi EE OU do oh oc wep 6 Smleaeel . 24,399,171 
UME cL iiecacvecess ens s cia ke tnaid 69 cele pnte deme 31,981,555 
MO cca irdne wueleaiele’s ce deecocteceseces s 23,432,313 

NE Bb POND a 8 oo ivan caceacscoctsetcasvdac $114,849,597 
New Paid Insurance in 1928... . 2... ccccccccgscevscccecs $693,979,400 
Admitted Assets, January 1, 1921..............seeeeeees $966,664,397 
Legal Liabilities, January 1, 1921......... ‘ere oe eoees  $841,255,357 
Reserve for Dividends and Other Purposes...... shed cae $125,409,040 
Insurance in Force, January 1, 1921.............0see00- $3,537,298,756 
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Make Bank Attorney 

“I would like to add in connection 
with such insurance that I believe it 
should be written payable to the bank 
as life and death beneficiary or it may 
be assigned, using a special blank hav- 
ing the insurance assigned to the bank 
with bill of sale and granting it power 
of attorney to execute all papers in con- 
nection with the surrender of the insur- 
ance in event of the necessity arising. 

“Life insurance strengthens the credit 
of the borrower at the bank, prevents 
the calling of loans or curtailing of dis- 
count at a partner’s death, and is the 


quickest, cleanest asset of a man’s 
estate. 
“A man entering a new business 


should, for the purpose of establishing 
his credit, take out a modern life insur- 
ance policy. Not alone does it furnish 
ideal protection to his beneficiaries but 
it protects him and his interests and 
his bank and is a constant aid to in- 
crease his success. 

“Life insurance policies properly as- 
signed with substantial cash surrender 
values are excellent collateral for bank 
loans, daily fluctuations do not affect 
them, and they require less scrutiny 
than any other form of collateral. Gold, 
silver, and copper mines often peter 
out. Railroads go into the hands of 
receivers. Industrial concerns through 
over-expansion, or bad management, 
dissipate their capital. Fires, floods, 
panics and wars may destroy your prop- 
erty, but your paid-up life insurance 
policy is right there, in good Uncle 
Sam’s money.” 





TAXABLE INCOME 

The Internal Revenue Bureau has 
issued the following ruling regarding 
annuities: 

Subsequent to February 28, 1913, the 
M Company issued to A an endowment 
life insurance policy on his life. A 
made a single payment of 5x dollars 
in consideration of which M Company 
agreed to pay as an endowment the 
sum of 6x dollars. The insured placed 
the policy on the accelerative endow- 
ment plan so that the policy became 
payable in 1920. It was agreed when 
the policy was written that the pro- 
ceeds should be paid in two hundred 
and forty monthly payments, one-half 
of which should be paid to B, a son of 
the insured, and the remaining one-half 
to C, a daughter of the insured, pro- 
visions being made for payment in the 
event of the death of the beneficiaries 
named. The installments beginning 
with the ...... were to be increased 
by such dividends as might be appor- 
tioned thereto. A is still living. 

Held, that the endowment policy in 
question was a gift by A to B and C 
and that that part of each installment 
paid under the policy to B and C which 
represents a return of the capital value 
received by them, that is, the cost of 
the policy to the donor, is not taxable 
income, but that that part of each in- 
stallment which represents the gain 
derived by them or dividends appor- 
tioned to the installment, should be 
returned as taxable income. 
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MOST PROMISING 
QUALIFICATIONS OF 
THE NEW AGENT 


_ E. A. Woods, of the E. A. Woods 
Agency, Inc., Pittsburgh, has prepared 
his ideas of what constitutes the most 
promising qualifications of the new in- 
surance agent entering the business. This 
can be used for the guidance of agency 
managers and companies and was pre- 
pared after a most extensive investiga- 
tion by the brilliant Pittsburgh general 
agent. These are the qualifications: 


He is 30 to 35 years of age. A man 
under 25 or over 50 should not be taken 
on except under extraordinary circum- 
stances. 

He is married and has children de- 
pendent on him for support. 

He should be average size or larger. 
A very small man is at a disadvantage. 

His voice should be pleasant. 

He should have a high school edu- 
cation. Some college training is an 
asset, but more important is what he 
did while in school. Leadership in ac- 














tivities is more to be desired than very . 


high standing in class work. 

A man just out of school is a poor 
risk in .selling. A college graduate 
should have been out of school five 
years, a high school man nine to ten 
years, and a grade school man ten to 
fifteen years. 

The nature of his former work is not 
important except that it is an advan- 
tage if his work: brought him into fre- 
quent contact with people. But it is 
very important that he was a success 
and not a failure in his former work. 
Some selling experience is greatly to be 
desired, three to six years being most 

.able. 

His financial condition is of some im- 
portance. It is an advantage to have 
accumulated a reserve, but it is much 
more important that he have developed 
the habit of thrift, 

His social status and social connec- 
tions are significant in that they fre- 
quently determine the type of clients 
he will serve. The same is true of his 
nationality. : 

His heredity determines his native 
ability and possibilities of development. 

His religion is unimportant as re- 
gards denomination, but membership in 
some church is much to be desired. 

Integrity and reliability are very im- 
portant. 

The most promising agent is a man, 
not a woman. 

To summarize, the qualifications of 
chief importance are age, success in 
former work, number of years out oi 
school, selling experience, habits of 
thrift, marital status and dependents, 
and reliability of character. The other 
items mentioned above are of less im- 
portance. 

The ideal new agent is interested in 
people and belongs to social clubs and 
business organizations. He is a leader 
in these groups, as he was in student 
affairs when in school. He carries 
more than $10,000 of life insurance him- 
self. He has an ambition to attain 
some kind of an executive position in 
the life insurance business. 

It is easy for him to reply to people’s 
objections. 

In regard to his personal character- 
istics, he can easily make up his mind, 
he is quite adaptable, and has very little 
tendency to be self-conscious. He is 
fairly quick in his physical movements 
and at the same time is capable of 
patience and control. He does not avoid 
another person’s gaze during an inter- 
view. 

Finally, he believes in the life insur- 
ance business and is anxious to work 
for this company. He is willing to give 
the work his entire time. 

If willing and able to qualify for, take 
and graduate at the Carnegie and simi- 
lar schools of Life Insurance Salesman- 
ship, the probabilities of being able to 
succeed would be very greatly increased 
if not made almost certain. 


Why a Farmer 
Buys Life Insurance 


CONKLIN’S FIVE REASONS 





Love, Gain, Duty, Pride and Self- 
Preservation Guiding Motives in 
Purchase 





There are five reasons why a farmer 
buys life insurance, says F. L, Conklin, 
of the Provident Insurance Company, 
Bismarck, N. Dak. They are: 

1. Love, which may take the form of 
protection to family. 

2. Gain, which may take the form of 
saving of money, desire for future op- 
portunity or position. 

3. Duty, which may take the form of 
a desire to protect family or business 
associates from debt. 

4. Pride, which may take the form of 
vanity, appearance, reputation, prestige 
or self-respect. 

5. Self-Preservation, which may take 
the form of a desire for old age com- 
fort, a means to pleasure, forehanded- 
ness or a fear of any contingency affect- 
ing self. 

He grades them in percentages as 
follows: 

Sixty-six per cent of the answers 
came under the love or family protec- 
tion motive. 

Twelve per cent of the answers came 
under the duty or protection of debts 
motive, 

Five per cent of the answers came 
under the gain motive, a desire to save 
for the future, 

Two per cent of the answers came 
under the self-preservation motive, 
where self was the predominant fea- 
ture in the answers. 


The Masons’ Annuity, of Atlanta, Ga., 
has decided to admit women. 
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MUTUAL BENEFIT DIVIDENDS 


The directors of the Mutual Benefit 
have felt justified in authorizing a con- 
tinuance of the current liberal regular 
dividend scale for the year 1922. This 
is the scale which was adopted in 1915 
and which has been maintained with- 
out change during the period of the 
war, the influenza epidemic, and the 
period of unusual business and finan- 
cial conditions following. 





MOORE & SUMMERS 

The Home Office agency of the New 
England Mutual Life, in charge of Rob- 
ert W. Moore, Jr., and Merle G. Sum- 
mers, newly appointed general agents, 
will be located on the first floor of the 
company’s building at 97 Milk street. 
The firm will operate under the name 
of Moore & Summers. Every facility 
for conducting the large business of 
the agency has been provided in the 
way of service to the policyholders who 
have heretofore transacted their busi- 
ness direct with the Home Office. 





THAT COLLINS SERVICE PLEASES 





Oklahoma City. 


Issue $500,000 of 8% 


the country. 


IS proved conclusively by the fact that increased 
sales to insurance companies has made it necessary to 


Erect a Modern Fire-proof ‘Home Office Building in 


Increase our Sales Office in Chicago and occupy quarters at 
205 North Michigan Avenue. 


t Accumulative Preferred Stock, 
which becomes a first lien on the entire assets of the com- 
pany. This preferred stock participates equally with com- 
mon stockholders on all dividends paid in excess of 8% 
and may be retired at the end of three years at 104. 


Establish a Special Service Department for insurance 
clients, to co-operate with them in their work throughout 


_ Thirty-seven years without a dollar loss to any 
investor, or without anyone taking title to any loan 
sold them, commends this company to you. 





SALES OFFICE: 
205 N. Michigan Ave. 
Chicago 





THE F. B. COLLINS INVESTMENT COMPANY 


(Members Farm Mortgage Bankers Association of America) 


1921” 
The Largest Volume of Business in Its 37 Years __- 


HOME OFFICE: 
Oklahoma City 
Okla. 
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John L. Wakefield, who has been 
elected president of the Association of 
Life Insurance Counsel, is a graduate 
of Hartford, class of ’80. He studied 
law at the Harvard Law Schooi and 


was admitted to the bar in Boston in 
January, 1884, after which he practiced 
law in Boston until 1887. He then 


entered the employ of the Massachu- 








JOHN L. WAKEFIELD 


setts Title Insurance Company, 
caMe assistant manager. In 1 he 
resigned this position to be 2 
member of the firm of Rand, Vinton & 
Wakefield, In 1906 Mr. Wakelie - 
came a director and associate « el 
of the John Hancock Mutual Li! nd 


has remained in that company er 
since. In 1918 Mr. Wakefield wa ‘t- 
ed third vice-president and general 
counsel and is chairman of th m- 


pany’s committee of finance. 





NEW GENERAL AGENCY 

The Connecticut General, of Fart 
ford, has announced that effective Jan- 
uary: 2, Benjamin E. Lewis, geveral 
agent for the company in Colum us, 
Ohio, will form a partnership with 
Charles R. Garvin. Mr. Garvin has 
been associated with Mr. Lewis for the 
past eight years in various capac: 1¢s. 
They will do business under the ‘irm 
name of Lewis & Garvin, and will cover 
the whole of Central Ohio and eatend- 
ing to the lower part of the state. : 

Mr. Lewis came to Columbus in 1905 
from the Home Office of the com)any, 
and his work here has been merked 
with great success. 
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Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


(Pennsylvania) 





therein all hope for America lies.” 


the provision for his own old age. 


Vice-President Coolidge says: “Look well then to the hearthstone; 


The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 

And it is an unselfish policy, for it does not shift upon his children 





Fourth and Chestnut Streets, Philadelphia, Pa. 




















LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 
Advice on any matter relating to Life Insurance is Available at any 
time through the Agencies or Home Office of this Company. 
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Huff Suing Rosen 
In Commissions Case 


BEFORE SUPREME COURT 





Travelers General Agent Plaintiff in 
Action Growing Out of Vivaudou 
Cancellations 





Papers have been filed in the Su- 
preme Court by Perez F. Huff in his 
case against Harry B. Rosen. Mr. Huff 
is general agent for the Travelers in 
New York and Mr. Rosen is a New York 
Life agent. The former has one of the 
leading agencies in the city and the 
latter is famous as the leading life in- 
surance salesman in the country. And 
this court action will be of interest to 
the insurance fraternity because it in- 
volves a question of commissions on 
cancelled policies. 

Mr. Huff claims that he has been 
damaged for the sum of $3,735.62 with 
interest from November 19, 1920, be- 
cause of Mr. Rosen’s failure to return 
the sum of $3,037.62 which he retained 
from the premiums on two _ policies 
which were cancelled and for $698, 
which sum Mr. Rosen has failed to pay 
as reimbursement for renewals as per 
an alleged agreement between Messrs. 
Huff and Rosen. : 


According to the papers filed, Mr. 
Rosen agreed on March 20, 1917, to ac- 
cept a 50% commission on the first 
year’s premium on business which he 
turned in to the Huff agency. He also 
agreed to return commissions on pre- 
miums which the Travelers might deem 
fit to return, or upon policies which the 
Travelers might recall or cancel. In 
November, 1919, Mr. Rosen wrote Vic- 
tor F. Vivaudou for two policies for the 
sum of $200,000. The policies were de- 
livered and Mr. Rosen collected and 
retained $3,037.62 out of the first pre- 
miums, 

Later on the Travelers claimed that 
Vivaudou was unacceptable at time of 
application and when the policies were 
delivered, and on October 16, 1920, the 
company obtained the surrender and 
cancellation of the policies on his life. 
Thereupon, the Travelers returned the 


entire first year premiums. Mr. Huff 
demanded the return of the sum which 
Mr. Rosen retained, but he refused to 
part with any of it, 

By reason of the agreement which 
Mr. Huff signed with his company he 
is responsible for the acts and deeds 
of his agents, so on November 18, 1920, 
he was compelled to pay the commis- 
sion to the Travelers. But Mr. Rosen 
has not paid either the Travelers or Mr. 
Huff. Hence the suit for the return of 
$3,037.62. 

In addition, Mr. Rosen is being sued 
for $698, which sum Mr. Huff claims 
is due him because- Mr. Rosen assigned, 
on November 7, 1919, for value received, 
all his right, title and interest in and 
to all commissions on the renewal pre- 
miums of the above-mentioned Vivau- 
dou, and furthermore agreed to reim- 
burse him for the amount of the re- 
newal commissions in the event that 
Vivaudou did not pay. Consequently, 
Mr. Rosen has. been. served with com- 
plaint and a summons to the effect 
that he is being sued for the sum of 
$3,735.62 with interest from November 
19, 1920. William H. Chorosh is the 
attorney for the defendant, and Clark, 
Prentice & Roulstone represent the 
plaintiff, 

Mr. Rosen’s lawyer says that he does 
not care to discuss the case in the 
newspapers at present. 





MAN HUNG; POLICY VALID 


The fact that a man has been legally 
hanged does not invalidate an insur- 
ance policy which carries a clause mak- 
ing it incontestable for any cause after 
a year, the State Court of Appeals has 
decided at Atlanta, Ga. The decision 
was made in the case of Floread Mur- 
phy, ‘beneficiary under a policy issued 
by the Metropolitan Life to Willie Rey- 
nolds. 





The Security National Bank Savings 
& Trust Company, of St. Louis, the new 
national bank of which Byron W. Moser 
is president and J. Lionberger Davis is 
chairman of the board, (two friends of 
insurance), will be active in insured 
savings accounts, but in a talk to the 
Missouri State Life President Moser 
said that no applications for life insur- 
ance will be signed in his bank, as they 
will go to regular insurance agents. 








words for over Seventy Years. 
the years to come. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the best 
possible life insurance protection at the lowest possible net cost. That 
it has succeeded is shown by the enviable reputation which the Company 
enjoys among those who buy insurance and among those who sell it. 
Efficient service and a square deal for everyone have been its watch- 
They will be its watchwords throughout 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPAN 


Springfield, Massachusetts , 
Incorporated 1851 












Elevate J. V. Barry 
To Vice-Presidency 


SIMILAR, HONOR FOR WILKES 








George Doyon Made Canadian Superin- 
tendent of Agencies, Who Succeeds 
H. H. Kay, Retiring 





James Victor Barry has been made 
a fourth vice-president of the Metro- 
politan Life and so has Ernest H. 
Wilkes. George Doyon succeeds Harry 
H. Kay as Canadian superintendent of 
agencies, Mr. Kay retiring because of 
poor health. 
~All of these promotions were an- 
nounced by President Fiske as taking 
effect on December 15. 

James Victor Barry has been called 
the most popular man in the insurance 
business, and his friends are not cou- 
fined to any branch as there is hardly 
a fire or casualty man of distinction 
who does not regard it as a privilege 
to claim his friendship. He began his 
insurance acquaintance as an insurance 
commissioner in Michigan, before that 
having been a newspaper man of top 
rank in the state. As an after dinner 
speaker he is in a class by himself and 
can make any function a success. But 
his best quality is that of sincerity and 


‘genuineness, which, while it makes him 


a hater of shams, at the same time 
invites confidences. So. all in all in 
making this appointment Mr. Fiske is 
giving extreme pleasure to the insur- 
ance fraternity. Heretofore, Mr. Barry’s 
title was that of assistant secretary. 

Ernest H. Wilkes, who also has been 
an assistant secretary, won his spurs 
in the Metropolitan organization where 
his abilities have made a splendid im- 
pression upon the. field ‘force. Some 
time ago he was sent to the Pacific 
Coast where he made a splendid record. 
He is an outstanding figure physically 
and in several other ways, and is still 
a young man. 

Mr. Doyon hag risen from the dis- 








DECLARES STOGK DIVIDEND 
The beard of directors of the Public 
Life, Chicago, has declared a stock divi 
dend of $300,000 out of surplus. The 
company will write personal accident 
and health insurance after the first of 
the year. 


trict office ranks. From a cashier’s 
post he went into ‘the field, and as a 
district manager, later, Mr. Fiske says, 
“he showed great intelligence, energy 
and ability.” A graduate of Ottawa 
University he subsequently took a two 
years’ course at McGill. He is a hard 
worker, forceful and stands well with 
public officials of Canada as well as 
with the superintendents, deputies and 
agents. 








NEW PITTSBURGH MANAGER | 














H. H. BELL 





The Missouri State Life has estab- 
lished a branch in Pittsburgh with 
Horace H. Bell as manager, A Spanish 
War veteran, he has been a life insur- 
ance agent for seventeen years. Before 
coming to the Missouri State Life he 


was assistant manager of the St. Louis 
office of the Columbian National Life. 
The Missouri State Life now has branch 
offices in Chicago, Cleveland, Kansas 
City, Minneapolis and Pittsburgh. 
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Confidence - Ability - Service 
The Splendid Record of the Past Year is a Challenge that will 
be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 
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Security Mutual Agents are successful 





WHY? 


The reasons are many 
First —Our rates are right 
ur policies are attractive 
Third —Our Company is reliable 
Fourth—Our agents have our co-operation 
We can give good men good territory 
If you are interested, address 
C. H. Jackson, Supt. of Agencies 


SECURITY MUTUAL LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 




















The Writing of Wills 








Through Clauses in 


By Wm. J. Jones % 


Penn Mutual Policies 














A will is an instrument by which 2 
person makes disposition of his prop- 
erty to take effect after his death; it 
is the legal declaration of a man’s in- 
tentions that he wills to be performed 
after his death. The idea of making 
a will comes to everyone at some 
time, and it would seem that every man 
and woman upon attaining legal age. 
should at least make a will in its simpie 
form. 

If men and women would realize that 
at their death some unfinished work 
must be continued, the money in bank 
must be withdrawn, and their estate, 
however small, must be distributed, 
they would save a lot of time and ex- 
pense if a will was made and an execu-’ 
tor appointed. 

There are thousands of wills in ex- 
istence today which will neyer be pro- 
bated for the reason that many estates 
of today will have completely vanished 
at the time of death. Then, too, there 
are many wills probated for the sole 
purpose of allowing the executor to use 
the assets of the estate to pay debts 
of the decedent. 

Creating of Estate 

The creating of an estate through 
channels other than life insurance is a 
difficult problem. Let us see what is 
required of a man at, say, age 35, to 
create an estate, which would amount 
to $50,000 at age 60. 

He must invest at the beginning of 
each year for every year during this 
period of twenty-five years, $1,000 at 5 
per cent compound interest. 

This interest must be received on 
the day it is due and must not remain 
idle for one day. It must be likewise 
invested at 5 per, cent in order to cre- 
ate the fund required. 

He must not make one questionable 
investment during the entire twenty- 
five years, and although the mortality 
tables will tell you that thirty men out 
of every one hundred living at age 35 
will be dead at age 60, he must be one 
of the seventy to live. His investments 
at the end of twenty-five years must 
be worth 100 cents on the dollar. 

If he does all of these things, upon 
attaining the age of 60 he will have 
accumulated a fund of $50,000. If, how- 
ever, he should be one of the unfortu- 
nate thirty out of the hundred men 
who die, his estate will be somewhere 
between $1,000 and $50,000. 

If he should lose his first investment 
of $1,000, his estate, instead of being 
$50,000, will be reduced by $3,386, or a 
net estate of $46,614. 
~If in 1895 a man had started to make 
these investments, as above, and had 
bought the best railroad and other 
bonds, the market value today of his 
$50,000 estate would be between $35,000 
and $40,000. Let us give this man 
every advantage in our calculation, let 
us suppose he is better equipped to 
make 100 per cent investments than are 
the trained experts of large financial 
institutions, and that he has at age 60 
@ personal estate of $50,000 market 


value and dies May 1, 1920, and by his 
will leaves this estate to his wife abso- 
lutely. Let us follow this estate through 
the hands of the executor to his widow: 


The will must be probated immediately 
after the funeral; attending witnesses 
must appear with the executors: 
SOE eee $30.00 
Witness Expenses (say)............0 5.00 
Short Certificates, each $0.50 say... 1.00 
Upon qualification, executor appoints 
two disinterested appraisers who ap- 
praise securities: 
Two Appraisers’ fees................+ 10.00 
Filing ppraisement 00 
Executor converts securities into cash 
and pays debts; if enough cash for 
debts and expenses of administration, 
executor may retain securities and de- 
liver same in kind to residuary legatee 
upon settlement, 
Executor advertises grant of letters 
once a week for six weeks in two 
newspapers (one legal), cost.......... 10.00 
Executor pays direct tax to state of 
Pennsylvania 2 per cent on net estate 
or collateral tax 5 per cent on net 
RI atts oi Fhe be aon he Kes ine 1,000.00 
Also pays New York, New Jersey, Iili- 
nois and other states a special tax of 
5 per cent on market value of securi- 
ties of corporation of such states or 
obtains waivers authorizing transfer. 
Executor files his final account six 
months after his appointment. 
Register’s charge 00 
PSR hans -50 
00 
00 


discharge decree; cOsts........ccecseess 2.50 


These costs amount to a total of. ...$4,100.00 
(and do not include Federal Inheritance 
Taxes, which apply where the net 
estate is in excess of _ $50,000.00), 30 


— 





esta of ail members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
P .@ PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to ful! 
3@ reserve 








that at the end of six months the widow 
would receive from the executor the 
balance of the estate, which would 
amount to $45,900. These costs and 
charges are applicable to the State of 
Pennsylvania, and may vary in other 
states. In the State of Pennsylvania 
the executor may close the estate and 
make distribution at the end of six 
months after his appointment, while in 
some states the period is one year. 

If, instead of having this money paid 
absolutely to the widow, it has been 
provided that a trust be created, you 
will find that after the balance of this 
estate, as above, is paid to the trustee, 
and trustee’s commissions, court ex- 
penses and other administrative ex- 
penses are deducted, and the fact that 
some of this money may remain idle 
for months while dwaiting investmen‘, 
the income which the widow would re- 
ceive, in the great majority of cases, 
would be considerably less than under 
our Trust agreement, which is pre- 
pared to comply with Clause XIII. 
Then, too, the trustees do not guarantee 
any investment which they make. 
They are only required to use due 
diligence and care. Any loss sustained 
in the investment must be borne by 
the beneficiaries of the trust. 

A policy of life insurance is an instru- 
ment by which a person may create an 
estate and have it distributed at his 
death in accordance with his instruc- 
tions. , 

The definition of a will and a life 
insurance policy is practically the 
same; the principal difference being 
that a will merely takes care of the 
distribution after the estate has been 
created, while a life insurance policy 
creates the estate and likewise takes 
eare of its distribution. Why, then, 
should there be any doubt in the mini 
of anyone that a life insurance policy 
is the quickest, safest and surest 


method not only to create but distribute 
‘an estate in accordance with the wishes 
of the person who is fortunate enough 





MR. SUCCESSFUL LIFE INSURANCE AGENT: 


Do you want to secure a General Agency for yourself? If so, read 
this, it is 


WORTH KNOWING 




















Policy, will be paid. 


PER WEEK durin 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the 


SECOND, that in case of death from any ACCIDENT, $10,000, or 
double the face of the Policy, will be. paid. 


THIRD, that in case of death from certain specified accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 


_ FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the insured at the rate of $50 

} EK such disability, but not to exceed 52 weeks, after 
which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. Twenty Payment 
Life, $167.10. Twenty Year Endowment, $235.10. 


United Life and Accident Insurance Co. 
Home Office, United Life Building, Concord, New Hampshire 














to be able to secure life insurance foy 


an adequate amount? 
Man of 35 

A man, age 35, desires to leave his 
widow an estate of $10,000 absolutely. 
A policy of insurance for this amount 
is taken on the Ordinary Life or other 
plan, made payable to the wife if liy. 
ing, otherwise to their children, re- 
serving to himself the power of cliang- 
ing the beneficiary. 

From the moment he is accepted ani 
makes settlement, an estate of $10,000 
has been created, and whether he dies 
in the first year or the twenty-fifth year, 
the full amount will be paid. Let us 
say this man dies at the end of twenty- 
five years, or at age 60, the widow 
notifies the agent or company of the 
death. 

CG Lik cnn casnetiiee Meacenbanebenseteeecce ss $0.02 

The agent supplies blank proofs. 

These are filled out by the widow, the 
undertaker, and the physician, in the 
presence of a Notary Public. Cost........ 1.50 

The completed proofs are mailed to the 
agent or company. Cost.................. J 02 

Check is received within the week for 
$10,000 plus a post-mortem dividend. — 

UE NS Cah awehidlewl debcubendiecetecess. $1.54 

This cost is the same whether the 
policy is for $1,000 or for $100,000. The 
widow receives the full amount of cash 
within about one week instead of wait- 
ing for at least six months under a 
will. She receives real: dollars with 
which she may buy real securities for 
75 to 80 cents on the dollar at present 
quotations. 

This same man may have two or 
three children, and while he cannot 
afford to leave a large volume of in- 
surance in order to take care of them 
after they become of age, he is desirous 
of at least making provision for their 
support and education until they be- 
come self-supporting. He, therefore, 
could secure in addition to his $10,000 
policy, which is payable to his wife 
absolutely, a policy payable to his wife 
as guardian or trustee, under Table A, 
for a definite number of years, say fif- 
teen. These fifteen yearly payments 
would be a great help to the widow, 
coming in as they would regularly, and 
would take care of the additional liv- 
ing expenses during the period the chil- 
dren are not self-supporting. Later on, 
as the children become older, he could 
reduce the number of instalments, 
which would, of course, increase the 
amount of the instalments. The num- 
ber of instalments: should be regulated 


by the age of the youngest child. They 
should be sufficient to carry the 
youngest child to age 21. Therefore, 


when this child becomes age 11, Table 
A. 10 instalments would be the proper 
number; at age 16, Table A, 5 instal- 
ments, and so on. 

Having this additional policy under 
Table A to take care of the children 
until they become self-supporting would 
enable the widow to conserve the prin- 
cipal or a larger portion than she 
could if it was necessary for her to 
support the children from her per onal 
funds. By having this additional poli- 
cy, when the youngest child becomes 
of age and all are self-supporting. she 
might have her original principai in 
tact, which would enable her to live 
the remainder of her life without finan- 
cial worry. 

It may be that this man could afford 
to do something more for his family. 
He might desire to have a certain por 
tion of his estate so arranged that 
his widow would be absolutely sure of 
a fixed, definite income, which she 
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would receive each month as long as 
she should live. He would then secure 
a monthly income contract on the T.C. 
940 Form for $25.00 per month, or 
upwards. 

By having this in addition to the 
other two contracts, his widow would 
frst receive a lump sum. She would 
then receive either monthly, quarterly 
or annually, in trust for the children, 
a fixed amount and, in addition, would 
receive on the same day each month, 
as |ong as she lived, a check for the 
amount of the income selected by the 
insured. 

In the event of her death within 
twenty years after her husband, the 
chiidren would have added to their 
Taille A checks, the monthly income 
checks of the mother, for the balance 
of ‘ne original twenty years. 

}y having this monthly income con: 
tract, even though the widow should 
either lose through investment or be 
required to use a large part of the 
principal, she would at least have the 
monthly check regularly. This she 
cou!d not lose. 

Increased Yearly Income 

Right here it may be well to call 
attention to the new section in Claus2 
12, Instalment Tables, in our Regular 
policies, and the last section of Clause 
12, in our Income Policies. which pro- 
vide an increased yearly income pro- 
viding the payments are made monthly, 
quarterly, or semi-annually. 

You probably are all familiar with 
these amounts, but some may not real- 
ize that on $100.00 a month trust policy, 
the beneficiary would receive, together 
with her first monthly instalment and 
interest dividend each vear, an addi- 
tional amount of $16.08. In other 
words, the guaranteed yearly income 
would be $1,216.08, and in addition the 
interest dividend. This would also 
apply under Tables A, B and C, but for 
different amounts. 

This man in making provision for his 
family would not expect his widow to 
pay his personal or business debts. nor 
would he expect her to take from her 
Insurance funds a sufficient amount to 
pay the mortgage on the home. He 
would, therefore, carry a policy even 
though it was necessary to have it writ- 
ten on the temporary or term form 
in a sufficient amount to pay his cred- 
itors, including the mortgagee. 

By having a policy of this kind, the 
provision which he has made for his 
family would be met. 

So many men, when they tell us they 
have sufficient insurance, consider only 
the face value of their insurance poli- 
cies. A man who carries $100,000 life 
insurance and has obligations, both per- 
sonal and business, amounting to 
$80,000, is not as well off as the man 
who carries $20,000 insurance with no 
debts. 

Then, again, many a widow. who has 
known that her husband was carrying 
say $10000 insurance on his life, pay- 
able to her, and has had the policy 
for a number of years, is keenlv dis- 
appointed at, his death if she finds out 
for the first time that her husband 
had made a substantial loan on the 
policy and instead of receiving a check 
for the full amount, which she had 
exnected, the check is for a consider- 
ably less amount. Therefore, for every 
loan of $500 or more, which is made 
on an insurance policy, a new contract 
should be secured for the amount of 
the loan. 

{f every applicant for a loan was 
tol that if he would be willing to pay 
an additional rate of one to one and 
one-half per cent, the company woul’ 


issue a policy sufficient to pay off the 


loan in the event of his death within 
five years, thereby leaving the original 
policv intact, a service would be ren- 
cered and many policies sold. 

The advantage to the agent in this 
Proposition is that by being examined 
for this small policy to cover the loan. 
an additional policy could be requested 
and nine times out of ten could be 
Placed. especially if it is issued on the 
monthly income form. 

This man about whom we have been 


talking, in addition to protection for 
his wife and children, may wish to 
provide an annuity for his mother, be- 
ginning at his death. He could for a 
very small outlay purchase a survivor- 
ship annuity, which is the most eco- 
nomical form of contract for this par- 
ticular purpose on account of the great 
difference in ages. 

Another method used to provide for 
a man’s mother, in addition to his 
wife and children, is to have a regular 
policy issued under Table B or C, to 
his mother, if living, as the instalments 
fall due, otherwise to his wife or chil- 
dren. By using this form, at his 
mother’s death, which should naturally 
occur before his, the policy automat- 
ically reverts to his wife and children, 
while in the event of his early death, 
his mother is protected for life. 





INSURANCE FOR PARSONS 





Church Paper Believes That Congrega- 
tions Should See That They 
Are Protected 





Church papers are running articles 
based on the fact that the ministers 
of congregations should be insured. 
The situation is epitomized in the fol- 
lowing paragraph from “The Christian 
Register,” a Unitarian paper: 

“Why should not all churches take 
out insurance for the minister? No 
institution ever had a more devoted 
body of servants than the Church. Nez- 
lect, sinful in character, is being re- 
placed by consideration for the min- 
ister’s material well-being, but the turn 
in the road has by no means been 
passed. Far too many self-denying 
clergymen are still left to survive or 
perish as fate’ and old age may deter- 
mine. A minister does not ask for 
distinction, but he does demand, ani 
justifiably, a position of self-respect, 
and an old age guaranteed against 
want.” 


Insuring Brains 
Becoming Popular 


POLICIES ON EXECUTIVES 





Business Insurance, in Its Various 
Forms, Gaining in Favor; Large 
Sums Carried 





Master intellects, endowed with un- 
usual executive ability, indomitable 
perseverance and highly trained tech- 
nical knowledge are so valuable that 
their untimely death frequently causes 
serious, often insurmountable, difficul- 
ties to the business they have so effec- 
tively controlled, says Florence P. Clar- 
endon, in a special article which ap- 
peared in the New York “Times.” Mrs, 
Clarendon is editor of “The Home,” the 
organ of the Home Life Insurance Com- 
pany of New York. Extracts from her 
interesting and timely article follow: 

“Nevertheless such loss may be offset 
te a great extent by protecting the busi- 
ness firm or corporation by insurance 
placed on the life of the man, or men, 
who represent so large an asset to the 
interests involved. The strain of mod- 
ern business life saps the vitality of 
even the strongest men, and the 
necessity for guarding an organization 
against such loss is emphasized by the 
increased volume of life insurance 
which is now being placed by corpora- 
tions and firms on the brains of the 
business. Many organizations now show 
among their fixed yearly expenses a 
definite amount for the payment of 
business insurance premiums. 


“In many business houses there is of 
necessity but a limited amount of liquid 
assets, particularly in this period of 
depressed values and uncertain market 
fluctuations when a forced sale of 
securities means serious loss to the 
seller. The death of a partner necessi- 
tates readjustment of the firm’s finances 
and payments to the deceased mem- 
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—Group Department. 
assist the Agent. 








It didn’t ‘just happen’’ 


The more than $100,000,000.00 of New Business written by 
the Missouri State Life Field Men in 1920 is the result of 
several very well defined causes, a few of which are given 
below. This great achievement was made possible 


—Liberal and Adaptable Policy Contracts both 
non-participating and participating. 


—Provisions for Sub-Standard Risks. 
—Extension of Limit on one Life to $300,000. 
Home Office Specialists 


—Sales Service Department. 
—Liberal Contracts to Agents. 


A 1921 Forward Step—Accident and Health Department 
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In our Expansion Program, just started, we 
have room for well equipped leaders. Nego- 


tiations Invited. 


MISSOURI STATE LIFE 


Insurance Company 


M. E. Singleton, 
President 





Home Office 
Saint Louis, Mo. 








ber’s estate. There is often grave dan- 
ger in such circumstances that the re- 
maining partner, or partners, may be 
unable to continue the business on ac- 
count of depleted capital. Life insur- 
ance placed on each member of the 
firm for the benefit of the business 
meets this situation. An added advan- 
tage in partnership insurance is that 
neither income nor excess profits tax 
is payable on the proceeds of the in- 
surance, since it is provided under re- 
cent tax rulings that the term ‘indi- 
vidual beneficiary,’ as used in Section 
213 (b), Revenue Act of 1918, is held to 
include a partnership beneficiary. Ac- 
cordingly, a partnership is not required 
to include in gross income the proceeds 
of life insurance policies paid to it upon 
the death of the insured. 


Union of Capital and Brains 


“The value of most partnerships is 
based upon a union of capital and 
brains, and business suffers by the 
death of either partner, whether these 
assets are equally contributed by each 
member, or One man supplies the capi- 
tal and the other contributes the ben- 
efit of his superior technical knowl- 
edge and business ability. In the event 
that the moneyed interest is withdrawn 
through the death of a partner, or the 
business loses its executive guide and 
technical expert, the organization suf- 
fers thereby, unless it is protected by 
additional finances which will enable it 
to tide over the crucial period and in- 
demnify itself against the loss of its 
member. This is one of the most use- 
ful purposes to which life insurance 
can be devoted, and the increasingly 
large volume of policies written for this 
purpose evidences the fact that this 
type of protection is being better under- 
stood and appreciated by the business 
world. 

“A distinct advantage in this type of 
asset is that in event of the death of a 
partner the life insurance coverage to 
the business is payable immediately 
upon receipt and approval of claim 
papers—usually within a day or so of 
lodgment of claim. There is no need 
for filing and probating a will, no 
necessity for forced liquidation of se- 
curities to make this replacement fund, 
Each member of the co-partnership 
should bear in mind the fact that as 
his family’s chief maintenance is de- 
rived from his business, he is obligated 
to see that his firm as well as his fam- 
lly is protected by life insurance, in 
order that the financial factor which so 
directly affects the comfort of his de- 
pendents will not be impaired by his 
death. 

Protecting Specialists 

“The medical director of a large life 
insurance company said recently that 
‘the American business man is breaking 
down 25% faster than he did ten years 
ago. A man in his 30’s, or in the 
prime of life, who is responsible for 
the completion of an important con- 
tract or business proposition may look 
forward quite naturally to a long and 
useful career, yet it is possible that he 
may be called to the Great Beyond 
while one of the most vital business 
projects he has ever engaged in is just 
nearing its successful completion. Take, 
for instance, the chief engineer in a 
big contract of bridge building, the min- 
ing expert whose decisions are consid- 
ered authoritative by the syndicate he 
represents, or—to turn aside into other 
fields—the designer and director of the 
mural decorations in some large state 
house, banking institution, or huge mod- 
ern hotel. If such men die suddenly, 
before the completion of the special] 
work they are engaged in, a new con- 
tract must be made and necessarily 
time is lost while another man of equal 
merit is sought to take his place. 

“In such types of specialized work it 
is not unusual for the corporation or 
firm to protect itself against loss by 
insuring the life of the expert thus en- 
gaged. This life insurance, often in-the 
form of ‘lerm’ insurance running for 
the period in which it is assumed the 
contract will be completed, names the 
corporation as beneficiary in the policy, 
and protects the business as far as pos- 
sible against loss.” 
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Pays $5,000 on Policy 
Sixty-Five Hours Old 


DENTIST ACCIDENTALLY SHOT 





State Mutual Life Receives Favorable 
Advertising as Result of Case 
in South 


The State Mutual Life Assurance 
Company, of Worcester, Mass., paid 
$5,000 on the life of Dr. J. T. Whitlaw, 
a dentist in Augusta, Ga., who applied 
for a policy sixty-five hours before his 
death. The company received notice 
of his death before the application 
reached the home office. This action 
by the State Mutual Life occasioned 
much favorable comment in the city 
and the Augusta “Chronicle” gave it 
some merited publicity.. Extracts from 
that paper tell the story as follows: 


“The final chapter in the most un- 
usual and striking bit of local life in- 
surance history was written yesterday 
morning when Mrs. Helen O. Whitlaw, 
widow of the late Dr. Joseph Thomas 
Whitlaw, who resided in North Augusta 
but practiced dentistry in this city, 
with offices at 848 Broad street, signed 
the receipt for a check representing the 
proceeds from a life insurance policy 
for which Dr. Whitlaw applied only 
sixty-five hours before his death. 


“The check, New York exchange, was 
handed Mrs, Whitlaw by Mr. J. Frank 
Carswell, district manager for the State 
Mutual Life, Mr. Carswell having se- 
cured the application for the insurance 
from Dr. Whitlaw exactly thirty days 
previous to the delivery of the check. 

“Until Wednesday, October 18, the 
two men were strangers, but meeting 
that afternoon by chance, Mr. Carswell 
engaged Dr. Whitlaw in conversation 
upon life insurance generally, and the 
State Mutual particularly, and made an 
engagement to call on him the next 
afternoon. Dr. Whitlaw liked the policy 
advocated by Mr. Carswell ‘but wished 
to delay making application. Mr. Cars- 
well convinced him of the unwisdom 
of such a course. The dentist then an- 
nounced that it would be more con- 
yenient for him to delay paying the 
first premium on the proposed policy 
until it was issued and delivered. Mr. 
Carswell. demonstrated to him the im- 
portance of making an immediate pay- 
ment, thereby securing the State Mu- 
tual’s binding receipt, which makes the 

insurance effective from the time of 
the medical examination, provided the 
applicant is a good risk, Mr. Carswell 
received settlement for the first quar- 
ter-annual premium on a policy of five 
thousand dollars and issued the bind- 
ing receipt. Dr. Whitlaw announced 
his intention of undergoing medical 
examination at some later date, but the 
insurance man explained that the bind- 
ing receipt was of no effect until the 
examination was made and induced Dr. 
Whitlaw to visit the physician the same 
evening. This occurred October 19. 
The next day, Thursday, the examin- 
ing physician delivered his report to 
General Agent F. W. Burr of the State 
Mutual, who was in Augusta, and the 
latter carried the completed Whitlaw 
papers with him to Atlanta on the fol- 
lowing day, or Friday night. Saturday 
morning, October 22, Dr. Whitlaw lost 
his life. The circumstances of his 
death, narrated in the ‘Chronicle’ of 
Sunday, October 23, were as follows: 

“‘*Aabout 8 o’clock Saturday morning, 
Joseph Thomas Whitlaw, one of Au- 
gusta’s best known dentists with offices 
at 846 Broad street, was fatally wound- 
ed by the accidental discharge of a 
shotgun in his own hands.’ 

“The accident occurred while Dr. 
Whitlaw was out training his dogs, 
near his home in North Augusta. Ho 
was rushed to the University Hospital 
as soon as he was found. He died there 
at 11:50 a. m., after regaining con- 
sciousness just long enough to tell how 
the accident occurred. 

“Mr. Carswell learned of Dr. Whit- 





law’s death late Saturday afternoon and 
phoned General Agent Burr at Atlanta, 
who in turn wired the Home Office that 
Dr. Whitlaw’s application had been 
mailed from his office that day, but the 
applicant was dead. The application 
was received in Worcester, Mass., Octo- 
ber 24, and November 3 a policy for 
five thousand dollars was issued. The 
policy, in the same envelope with the 
form for making the proofs of death, 
was received in Augusta November 7. 
The executed proofs of death were 
mailed from Augusta the night of No- 
vember 10 and November 16 the check 
for the full face value of the policy, less 
three-fourths of the first annual pre- 
mium, was drawn in Worcester. Yester- 
day, exactly one month from the date 
of application, Mrs, Whitlaw deposited 
the money in a local bank. 

“The State Mutual Life is one of the 
oldest and strongest companies in exist- 
ence, having commenced business sev- 
enty-seven years ago. Hundreds of Au- 
gustans are numbered among its pol- 
icyholders, but this is the first case 
approximating the nature of this one 
that has occurred in its long and hon- 
orable career.” 





PLAN SALES CONGRESS 





Boston Men to Have One; Talk by Paul 
F. Clark to Worcester 
Underwriters 





Paul F. Clark, John Hancock general 
agent in Boston, who has been ap- 
pointed by President Shuff of the life 
underwriters as assistant to the presi- 
dent for the New England district, ad- 
dressed the Worcester Association of 
Life Underwriters in that city on the 
obligations of the agent to the National 
Association of Life Underwriters. 

In view of the success of the sales 
congress last year, the Boston life 
underwriters are planning for another 
one soon, and Mr, Clark gave this move- 
ment a strong boost. He gave some 
practical illustrations of how affiliation 
with the life underwriters. association 
and attendance at the meetings had 
given him suggestions and inspirations 
which had actually resulted in the writ- 
ing of large lines of insurance. He 
showed how co-operation secured 
through the association fellowship 
made it easier for all life insurance 
agents to handle their business. 

Mr. Clark has daily conferences with 
his sales force and fills them with en- 
thusiasm through this personal contact, 
and his agency is already writing a big 
business, and is well toward the top 
among the general agencies of this 
company. 





L. C. WOODS ILL 
Lawrence C. Woods, of the E. A. 
Woods Agency, Pittsburgh, has not been 
in good. health recently. A friend of 
Mr. Woods said to The Eastern Under- 
writer: “He is not seriously ill, but is 
in need of a rest, as he has been one of 
the hardest working and most active 

insurance men in the country. 





Build Your Own Business 
under our direct general agency contract 
Our Policies provide for: 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 
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Beneficiary Question Asked of and 
Answered by Actuary of 
Sun Life 

A model uniform life insurance act 
in Canada was recently discussed by 
actuaries. One of the talks was made 
by A. B. Wood, actuary of the Sun Life. 
Mr. Wood said in part: 

“T have been asked to say something 
in regard to the question of married 
women from a practical point of view. 
I was asked, ‘Do the companies want 
the right to issue policies on married 
women in favor of their husbands?’ 
‘Well,’ I said, ‘there is a difference of 
opinion’ there; some companies may 
want it and others may not. I don’t 
think they are a unit in that regard.’ 

“I may say as.a matter of interest, 
that our own company has never fol- 
lowed the general practice of making 
policies on the lives of married women 
payable to their husbands. We have 
learned by experience that there is an 
cpportunity for a considerable amount 
of speculation if policies are issued, par- 
ticularly on married women, payable 
to their husbands. That is borne out 
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HOME LIFE 
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The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
nearly $43,000,000. The 
amount paid to policyholders 
during the year was over 
$4,196,000. 





For Agency apply to 
GEORGE W. MURRAY, 
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the medical investigation of policies on 
the lives of married women, payalile to 
their husbands, that it shows a consid- 
erably higher mortality than those on 
a married woman payable to her estate, 
for instance. As I say, those are the 
practices and we should not for that 
reason be anxious to see any change 
made.” 





HOBBS ON LOANS 


At the end of the year 1920 companies 
reporting in Massachusetts had on their 
books a total of nearly $34,000,000,000 
of life insurance,-a gain over the pre- 
ceding year of almost $5,000,000,000. The 
amount of policy loans in 1917 was 
$694,000,000. In 1920 it was $735,000, 
000. A table prepared by Commissioner 
Hobbs shows that in 1920 companies 
were compelled to increase their credit 
to policyholders by about $50,000,000. 





GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN: 
AND ‘ 
DWILL PAY THEM WELB} 








1851 


During this long span of 





Seventieth 
Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
years the Company has maintained a high 
reputation for fair and honorable dealing with policyholders and agents. 
WILLIAM D. WYMAN, Presideut 
WINFIELD 8. WELD, Superintendent of Agencies z 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 
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bility, ete., of his investments. 


By Mervin L. Lane 


Did it ever strike you that the livest 
hint an insurance man can receive is 
the opportunity of “seeing ourselves 
as others see us,” when someone else’s 
salesman enters our office? I refer to 
the salesman for the company selling 
ecard index systems, leather novelties, 
printing. Honestly I, as a salesman, 
think it is great to be able to sit back 
and listen to the other chap’s story, to 
give him a fair chance in the telling of 
it, and to watch his technique. And I 
think it is “greater” to be able to ben- 
efit by such a “lesson.” This feeling 
of mine is just a matter of a few weeks. 
It was brought about by a man of 40 or 
45 who gave me a beautiful lesson in 
“how not to do it.” 

I am going to record the interview 
in cold fashion, just exactly as it took 
place, and will give you the conversa- 
tion as accurately as memory recalls it. 

This man selected a Friday morning, 
shortly before noon, to pay me a visi. 
He presented me with his card, which 
showed him to be the “Hastern Sales 
Manager” for a Western concern, and 
said: “Your friend, Mr, Blank, in Room 
1110, asked me to come down to see 
you about our 1922 line of calendars.” 
He started to open his bag of samples. 
“I’m sorry,” I said, “but you’ve caught 
me at a bad time; I’m trying to leave 
here at two, and I have quite a lot of 
work to do before I leave.” This didn’t 
phase him at all. “Going away?” “Yes,” 
I replied, “I’m going to New Haven.” 
His bag was open by this time. “You 
wouldn’t allow a football game to stand 
between you and your business, would 
you?” he asked. In street parlance, I 
was peeved. “I fail to see what that 
has to do with you,” I said; “won’t you 
come in next week?” and I proceeded 
to read some correspondence. “That’s 
just the point,” he replied, “it must be 
now—or possibly mnever—because I! 
leave for Boston tonight, and I won’t 
be back for six days. By the time I 
get back, our stock may be sold out, 
and then yow won’t be able to get any 
calendars at -all. Besides, to be per- 
fectly frank, I don’t see what your 
hurry is today, when the game is only 
tomorrow.” If he had been a young 
man; he would have been literally 
thrown out of the office. His age en- 
titled him to another chance. “I don’t 
think it mecessary to discuss my en- 
gagements with you. Come in to see 
me when you get back.” 

You would think the interview termi- 
nated there. At the time I thought it 
would. Because this fellow struck me 
as being the type who could stand up 
at a convention and give a rousing talk 
on method, approach, tact, courtesy, 
and service. Possibly touching only 
lightly upon “stick-to-it-iveness.” I was 
surprised, therefore, when he said: 
“Give me five minutes, and we’ll settle 
this thing right here and now.” I set- 
tled it—once and for all—but it didn’t 
take five minutes. 

« * 

Just as the infallible test of 
Always friendship comes in time of 
atPar trouble, so in these days of 

stress one can unerringly 
judge of the comparative values, sta- 
In this 
connection it is interesting to note that 
at no time during the past few years 
of inflation has a single legal reserve 
life insurance company increased its 
rates, nor in these strenuous days. of 
the inevitable readjustment period has 
the spot cash value of a single benefit 
or guarantee been less than one hun- 
dred cents on the dollar, says the “La- 
fayette Life.” In short, your life insur- 
ance is, has been, and will continue 
to be of full value, precisely as stated 


in the policy. Money may be “tight,” 
but your life insurance will be paid on 
the day it is due. Liberty bonds, the 
best. security in the world, may be be- 
low par, live stock and grain market 
may be “off,” business gone to the dogs, 
but through it all legal reserve life in- 
surance remains at par. 
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Writing to agents of 


Which Road the International Life, 
Will You under the caption, 
Travel? “Which Road Will You 


Travel?” J. L. Babler, 
general manager of agents, said: 

You have got to enter the New Year 
of 1922 as soon as the door is open, 
whether you are ready or not. 

Time knows no waiting, and it is a 
matter of indifference to him whether 
he takes the short or long way around. 
He is not here to please or coddle you; 
he arranges no programs. He doesn’t 
even know whether he is chipping off 
seconds or centuries. Indeed, he doesn’t 
know anything, and yet he owns all, 
controls all and has the final say to 
all men and worlds. . 

Ah, no wonder we can’t have clear 
cut conception of Time. But we haven’t 
been charted. We can use Time, and 
that’s the main thing that concerns us 
here below. Not knowing what Time 
is, we’ve done pretty well. We've cut 
him up into seconds, minutes, hours, 
days, weeks, years, centuries, etc. 
We've discovered, too, that he who 
knows best how to garner and utilize 
his seconds will make the most out of 
his minutes, hours, days, weeks, etc. 
Squander your seconds and you can- 
not hold down your minutes and hours. 

Wonder if you see what we are driv- 
ing at—the point is certainly obscure, 
but once revealed it becomes mighty 
luminous. It’s just this: 

We have arrived at the junction of 
all roads that lead to 1922. Which we 
shall take and how we shall travel it 
are the vital questions. We can’t af- 





Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-—STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 
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JOHN G. WALKER, President. 




















Fidelity operates in 40 states. 
Insurance 
since 1878. 








AGENCY CO-OPERATION 


through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Full level [a reserve basis. 
in force over $203,000,000. 


A few openings for the right men. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


Faithfully serving insurers 

















ford, like Time, to be indifferent. We’ve 
got to choose. A schedule of seconds 
will give us the shortest way. If we 
go at each one and use it in our busi- 
ness, we shall go bouncing into 1922 
with a radiant face 

However smooth and beautiful some 
other schedule may look, we know for 
a fact that the “schedule of seconds” 
offers us the greatest chance. Acci- 
dents rarely happen on this line, and 
failures are unknown, because the man 
who saves hig seconds becomes a win- 
ner no matter how immediate results 
may pan out. 

Lifemen! Listen! -If we all adopt 
the “Schedule of Seconds” for the bal- 
ance of the year, we shall be certain 
to reach our individual and collective 
goal—and that will be glory enough. 





W. C. Ince has been made home office 
cashier of the Bankers Life, of Iowa. 
This is a reward for long service. 
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tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old- 
est legal reserve life insurance company still closer to the needs of 


the insuring public. 


‘For terms to producing Agents address | 


The Mutual Life Insurance Company 
of New York 


Improved Disability Provision 


Claim may be made us soon as disability occurs—no p:obationary 


Payments begin immediately on approval of claim—no proba- 








34 Nassau Street, New York 











UPON DEATH OF PARTNER 





Legal Status of Co-Partnership and 
Relation of Business Life 


Insurance Thereto — 





The New England Mutual Life is cir- 
culating among its agency force a letter 
sent to Utter & Thompson, Detroit, by 
John J. Gafill, attorney at law of that 
city, relative to the legal status of a 
co-partnership upon death of one part- 
ner, and the relation of business life 
insurance thereto. Mr. Gafill said: 

“Under usual conditions, death works 
an immediate dissolution of the firm. 

“The surviving partner faces a legal 
obligation to convert firm assets into 
cash, for payment of firm debts, for 
settlement with the estate of the de- 
ceased partner, and to wind up all joint 
business accounts, without undue delay. 

“Not only firm creditors, but also 
personal creditors of the deceased, must 
be recognized. 

“Without ample cash funds, through 
business life insurance or otherwise, 
the surviving partner may lose the re- 
sult and prospects of many years of 
effort, and the family of the deceased 
may be forced to accept settlement on 
the basis of a DEAD concern, instead 
of a GOING concern. 

“The small concern especially, with 
limited credit, jointly and individually, 
where the partners have staked about 
everything in their business, may in- 
vite disaster unless so protected.” 





CLUB HAS 983 MEMBERS 

The $100,000 club of the New York 
Life for 1921 has the second largest 
membership in company history. The 
enrollment is 983 agents, only 51 less 
than the record year. The members 
had a total of 46,553 applications and 
$122,132,729 paid insurance. One agent 
has a record of more than four hun- 
dred consecutive weeks of production. 


CAPABLE MEN 


Can Always Be 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 
Insurance Company 


PORTLAND, MAINE 
Address: 
ALBERT E. AWDE, Supt. of Agencies 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and flace of business 
8 Fulton Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; Edwin N. Eager, Associate 
Editor. The address of the officers is 
the office of this newspaper. Telephone 
number: Beekman 2076." 





Subscription Price $3.00 a year. Single 
copies, 25 cents. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 








AN AUSPICIOUS START 


At the very outset of his administra- 
tion as Superintendent of Insurance of 
New York State. Frank L. Stoddard 
evidences his determination to seek an 
harmonious settlement of one of the 
most difficult problems confronting the 
department. It is the question of decid- 
ing to what extent it is public policy 
and likewise legai to permit insurance, 
marine and casualty especially, to be 
placed by resident brokers with in- 
surers not admitted to this state and 
who enjoy, to the extent of escaping 
taxation and other regulations, an ad- 
vantage over licensed insurance com- 
panies. Other incumbents of the super- 
intendent’s office have undertaken to 
solve the question, and failed. Not be 
cause of deficient ability or lack of 
diplomatic tact, but because the par- 
ties involved, companies and brokers, 
were so diametrically opposed in their 
aims as to render apparently impos- 
sible the formulation of a state policy 
or the framing of new legislation satis- 
factory to all diversified interests. So 
the matter of competition from Lloyds 
has hung over from year to year with 
no abatement of hostility. 

Toward the close of a hearing on the 
subject in Albany last week as repre- 
sentatives of admitted companies, 
agents and brokers were voicing their 
estimations of unadmitted insurance in 
forceful style it was suggested that the 
Superintendent of Insurance confer with 
a small. committee acting in behalf of 
the clashing interests. Colonel Stod- 
dard immediately endorsed the pro- 
posal as the most sensible and prac- 
ticable yet offered for settling the ques- 
tion permanently. 

“T don’t believe there is any situation 
that cannot be settled when sensible 
men get together and talk it over, and 
I personally am willing to assume every 
bit of responsibility as Superintendent 
of Insurance for settling this thing onre 
and for all. It may be I will fail, but 
I don’t think I will.” 

A more optimistic or courageous 
statement from Colonel Stoddard with 
respect to this troublesome subject 
could not. have been uttered. Every 
hearty wish for complete success at- 
tends the efforts of the Superintendent 
to conciliate the opposing factions. 


INSURANCE IS NOT A FAIR 
WEATHER BUSINESS 

Agents who are looking for a strong 
talking point “in selling their wares” 
need go no farther than to read a para- 
graph in an exceptional address before 
the Association of Life Insurance Presi- 
dents delivered by Walton L. Crocker, 
president of the John Hancock Mutual 
Life. 

“But the main point is security,” 
commented Mr. Crocker. “Better a 
safe rate than a sorry receivership. 
Low rates may be well enough in fair 
weather, but do they provide for 
storm? !t must be plain, even to the 
uninstructed that the main point in 
insurance is—will it function in a crisis 
as well as in normal times? Will it 
be there when it is most needed?” 

If it isn’t plain, then there is the 
agent’s opportunity to make it so. 
Insurance is not a fair weather business. 





CHEERFUL VIEW OF A. & H. 

The year 1921 has been peculiarly 
favorable to the accident and health 
companies in spite of the unfortunate 
slump in business. There have been 
no epidemics of any kind to demand 
heavy claims. Even the usual epidemic 
of grip failed to materialize. Accident 
claims have also remained consistently 
low because of the precautionary safety 
measures taken throughout the country. 
Court claims have been decided in very 
favorable settlements for the companies, 
and new business has been written 
steadily during most of the time. 





MASONIC MUTUAL’S GAIN 

The Masonic Mutual Life, of Wash- 
ington, D. C., will probably make a 
$30,000,000 gain in insurance in force 
this year. This company under the ef- 
ficient direction of President William 
Montgomery can point the way to some 
companies much larger in the matter 
of conservation. The company did not 
amount to much when he joined it but 
now it is going at the rate of a million 
a week and much of the reason for 
its success is caused by the emphatic, 
persistent and lucid instructions by Mr. 
Montgomery that business should not 
be written at all unless it is written 
right. The total admitted assets of this 
company on June 30, 1921, were 
$3,610,000, 


PHILADELPHIA RESOLUTIONS 

Resolutions against the practice of 
banks and trust companies engaging in 
the business of life insurance were 
passed at the recent meeting of the 
Life Underwriters Association of Phila- 
delphia. They request companies to 
cancel all insurance arrangements with 
banks for the good of the public. 


BOARDWALK LOSSES 
Considerable discussion has been 
heard in the Street relative to the 
adjustment of the boardwalk losses in 
Atlantic City. Some of the underwrit- 
ers believe that this loss was overpaid. 











Joseph V. Lane, of F. H. Price & 
Co., insurance brokers, advises The 
Hastern Underwriter: “At a meeting 
of the Marine Insurance Club, held in 
October, 1920, at which time the club 
dispensed, E. W. S. Morren, president, 
and the writer, secretary, were author- 
ized to give the remaining funds to 
charity and it was suggested that a 
donation to the Broad Street Hospital 
would be in order. We wish to advise 
that we have made a donation to the 
Broad Street Hospital with which to 
equip a semi-private room in the new 
building for marine men by the Marine 
Insurance Club,” 


THE HUMAN SIDE OF INSURANCE 








JAMES L. HOWARD, JR. 





James L. Howard, secretary of the Travelers, has a son who has reason to 
be the proudest young man in Hartford. During the recent visit to that city of 
Marshal Foch he singled out the young man, whose picture is reproduced on this 
page, and kissed him. A camera man of the Hartford “Courant” stood near by 


and snapped the son of the life insurance executive. 


Secretary Howard, who has 


the title of Colonel, saw action in France. He is one of the most able and level- 
headed of the insurance company executives. 








Richard Kehoe, of Kehoe & Leiste, 
Inc., Longacre Building, New York, rep- 
resentatives of the London & Lan- 
cashire, Law Union & Rock and London 
& Lancashire Indemnity, and leader in 
Democratic politics in Nassau County, 
got a half column in the “World” a few 
days ago owing to the receipt by him 
of a letter from a man who said he was 
in prison in the Argentine and wanted 
his help in recovering a fortune. This 
was an attempt to defraud him on the 
old “Spanish prison game,” a favorite 
of bunco steerers for some years. Mr. 
Kehoe refused to bite. 

ss 8 


Richard Ingram, the capable and 
efficient manager of the Queen’s loss 
department, is a close observer of 
economic conditions. He keeps in 
touch with general business conditions, 
realizing full well that his own business 
follows general conditions rather close- 
ly. Mr. Ingram is of the younger ele- 
ment in the loss field, is about six feet 
of fine physique, weighing around one- 
ninety, and has the appearance of a 
crashing, quick-stepping fullback. 

e 


Jesse E. White, vice-president of the 
Great American, isn’t pessimistic by 
nature, but he does not look for much 
improvement in the fire insurance busi- 
pess until late in the Spring. Not once 
since the slump began more than a year 
ago has Mr. White been led astray in 
predicting when conditions would pick 
up in his business. His. long experience 
in the fire insurance world has given 
him a keen insight into conditions, and 
this is strengthened by his ability to 
analyze so that he ranks high as a 
prophet. 


Griffin M. Lovelace, director of the 
School of Life Insurance Salesmanship 
of Carnegie Institute of Technology, 
will devote his literary writing on the 
subject of life insurance almost entirely 
to the human interest side of the sub- 
ject, and his new book is already in 


demand. 
a * * 


Vice-President R. W. Stevens on De- 
cember 7th broke ground for the mag- 
nificent new Home Office building of 
the Illinois Life on the Lake Shore 
Drive overlooking Lake Michigan. 


* ¢ « 

W. M. Morris, former mayor of 

Obion, Tenn., is now with the Penn 
Mutual in that town. 


S. H. Wolfe, New York actuary, who 
was appointed brigadier-general of ‘lie 
Finance Reserve Corvs by President 
Harding, was entertained at dinner at 
the University Club by twenty-five 
officers, forming the staff of the New 
York chapter of the Military Order of 
the World War, on December 15. G@n- 
eral Wolfe was presented with an in- 
usually fine set of insignia for a general. 
Bishop Herbert Shipman, senior vice 
chaplain of the first army corps A. E. F., 
Major A. C. Van Diver, Lieut.-Colonel 
John M. Thompson, and Major George 
S. Hornblower were members of the 
committee on entertainment. 





POLO PLAYER IN INSURANCE 

J. Watson Webb, famous polo player. 
society man and formerly a member of 
the Vermont. legislature, is now wit® 


Marsh & McLennan, New York. 
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Fire Ins 


WILL DEPOSIT MORE FUNDS 








Slight Capital Impairment of Nether- 
lands F. & L. to Be Made 
Good By Letton 





The examination of the United States 
pranch of the Netherlands F. & L. of 
the Hague made by the New York De- 
partment shows that owing to the ad- 
yance in market value of securities the 
deficiency in the statutory deposit and 
the impairment of the capital had been 
removed at the time of the filing of the 
report which disclosed an impairment 
amounting to $19,930. Harold W. Let- 
ton is United States manager of the 
United States Branch. The examiner 
gaid that the company is possessed of 
a surplus to policyholders of $531,944, 
but under the capital requirements of 
Section 27 of the New York Insurance 
Law, the capital within the United 
States is impaired to the amount of 
$19,930. 

The United States manager is confi- 
dent that the company will make a 
much better showing at the end of the 
year in both its general and capital 
condition and further stated that he 
would deposit additional funds with the 
United States trustees to overcome the 
slight impairment of the United States 
capital. 





RAPS INSURANCE CLERKS 





Hartford Clergyman’s Insinuations 
Against Their “Life of Ease” Re- 
sented in Insurance Offices 





Criticism of insurance clerks as lazy, 
irreverent and indifferent by the Rev. 
Dr. Herbert Judson White in a H-rt- 
ford Church has aroused resentment in 
that city. A representative of one of 
the companies, writing to a Hartford 
newspaper, says: “It seems to the 
writer that Dr. White’s utterances cast 
an unwarranted aspersion on the in- 
surance business as practiced in Hart- 
ford and will be with justification re- 
sented not only by those to whom he 
addressed his remarks, but to many 
others who feel a personal pride in the 
high standard of efficiency, morals and 
character which are insisted upon by 
those whose responsibility it is to re- 
cruit the insurance clerks about whom 
Dr. White had so much to say.” 

Dr. White had talked of the assured 
position, fair play, sheltered life, short 
hours, pleasant associations and pen- 
sioned old age of the insurance repre- 
sentatives. which he thought destroyed 
Imany such attributes as efficiency, in- 
spiration, ambition and energy. 





WILMINGTON CONSOLIDATION 

The insurance department of Mundy 
& Company, of Wilmington, Del., has 
been consolidated with the H. Lee Wal- 
ker Company. H. Lee Walker is presi- 
dent, Cornelius Mundy treasurer, E. L. 
Dashiell vice-president, and T. A. Nurn- 
berg secretary, : 


urance Department 








EXCHANGING INDEMNITIES 





Odd Defense of Automotive Assurance 
Being Sued by New Jersey Insur- 
ance Department 





The Automotive Assurance Agency, 
of Trenton, N. J., is being sued by the 
State for $500, charged with being an 
unauthorized insurance company with- 
cut a license from the State Depart- 
ment of Banking and Insurance. R. A. 
Dalton is president, and C. H. Rex is 
secretary of the agency. It represents 
the Automotive Assurance Company in 
Trenton. 

Representatives of the State Insur- 
ance Department allege that the con- 
cern has been doing considerable busi- 
ness in the Trenton district, and the 
defense contends that its agency is not 
doing an insurance business, but merely 
exchanging indemnities. Assistant Gen- 
eral Attorney Richmond is representing 
the State, and McCarter and English, 
of Newark, are counsel for the defend- 
ants. 





SUSPENDS SUPERSEDEAS 





Supreme Court of Mississippi by 5 to 1 
Takes Action in Insurance 
Funds Case 





The Supreme Court of Mississippi, by 
a vote of 5 to 1, has suspended the 
supersedeas granted. by Judge Ander- 
son of the Supreme Court Bench under 
which companies found guilty in the 
lower court are permitted to appeal 
from that part of the decree which 
directed the receiver to pay over to the 
revenue agents the funds impounded 
and in their hands. 

The state contended that the amount 
of the bond should be double the 
amount of the fine, or $16,000,000. The 
court permitted the bond on the basis 
of 25% of the amount impounded, or 
approximately $150,000, the bond being 
conditioned to pay interest at the rate 
of 6% plus 5% costs in case the Su- 
preme Court should sustain the finding 
of the lower court. 





CALLED UNFAIR TO AGENTS 





Why J. B. Leedom Opposed: Grain In- 
surance Association; Wartime 
‘Measure; War Is Over 





James B. Leedom, prominent Mil- 
waukee agent, who-is against the grain 
insurance association, was asked by 
The Eastern Underwriter this week to 
sum up his objections. He said: 

“It was a war time measure. The 
war is over, and the demand if any 
no longer exists. It is likewise con- 
trary to the best interests of local 
agents. Its division of commissions is 
unfair to agents controlling grain lines.” 





The Vulcan Fire of the United States 
is doing business in Canada under the 
management of T. W. Greer, of Van- 
couver. 
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TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 
—=—_ . 
UNITED STATES FIRE BRANCH 


J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORE 


—TuHE AUTOMOBILE— 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8,171,905.10 


SURPLUS TO POLICYHOLDERS 


$3, 124,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 

tered Mail, Transportation, Motor Truck Contents, Salesmen’s Le. 

Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 
Floater, Fine Arts. 







































Affiliated with 


ETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 


1841 Logue | 
glhsurance (0. 


oF NEWHAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
| SPRINKLER LEAKAGE 


AUTOMOBILE 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
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LEWIS & GENDAR, INC. | 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corporation 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., ef Eng. 

Commonwealth Ins. Co. of N. Y. Globe & Rutgers 

‘Detroit F. & M. Ins. Co. of Mich. London & Scottish Assu. Corp. 
(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 
145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6872 
a a 


Firemen’s Ins. Co. of New "ad 
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Weehawken Piers 
Built to Burn 


107. PIER FIRES TOTAL $33,555,382 





Report States Need of Radical Change 
in Construction and Protection of 
Piers and Wharves 


eee 
fhé information and experience 
gained add but little to what is already 
known of the possible consequences 


when this class of pier construction is 
exposed to fire, reads the report on 
the fire at the Weehawken Terminal 
of the Erie Railroad, which occurred 
November 3 and 4. The report was 
made by the engineering department 
of the schedule rating office in Newark 
of which Atlee Brown is the expert in 
charge. 

The terminal is located along the 
west bank of the Hudson River and in- 
cludes a large freight yard, the marine 
yard, two mooring docks, three open 
piers, five covered piers, three boiler 
houses, and one four-story part brick 
and frame and one one-story iron-clad 
warehouse. All of the covered piers 
were of the same construction, two 
stories high, except one pier was one- 
story. The piers had fire protection in 
the form of standpipe system, good sup- 
ply of casks and pails, and some hand 
extinguishers. There was a watchman, 
with approved clock, on duty nights, 
Sundays and holidays for each pier and 
warehouse. The warehouses were pro- 
tected by a good supply of casks, pails 
and extinguishers. 

The outside private protection con- 
sists of 6-inch wrought iron line laid 
along the bulkhead and is supplied at 
each end through a long 6-inch main 
from the Weehawken distribution sys- 
tem, yard hydrants with two 2-inch out- 
lets are located generally within forty 
feet of each pier, and one hose reel to 
each 55-gallon chemical engine and one 


bose reel with 600"feet of 244-inch hose 
located on pier “F” and in warehouse 
“C” annex, all hand drawn. The Erie 
Railroad maintains a fleet of five tugs, 
which operate mainly in the North 
River. At least one of these tugs is 
berthed at the Weehawken Terminal 
for fire protection service at night time. 
The public water supply is not extended 
to cover this property, 


Origin of Fire 

The watchman on duty at Pier “D” 
was on the second floor shortly after 
11:30 o’clock on the night of November 
3 when he heard a dull explosion, and, 
on opening the door at the shore end, 
saw a glaring light toward the end of 
Pier “D” and heard a roaring noise. 
He attempted to turn on the electric 
lights, but the closing of the switch 
brought no effect. He then descended 
to, the first floor to send in an alarm of 
fire and he found heavy clouds of smoke 
moving toward the doors at the shore 
end. .This is all that is known of the 
origin of the fire. It is possible that the 
cause of the fire may have been either 
one of the following: smoking by the 
train crew, defective electric wiring, 
ignition of flour in contact with steam 
pipes, incendiarism. 

When the alarm was sounded at 11:40 
both the first and second floors of Pier 
“D” were involved and the flames had 
burst through the side walls. The fire 
spread from “D” to the barges in the 
slip between “C” and “D” and soon “C” 
was ablaze. The wind carried the tre- 
mendous blast and heat wave across 
the 196-foot slip and Pier “B” caught on 
fire. From Pier “C” the fire communi- 
cated to the bridge and frame asbestos 
covered side of the four-story ware 
house “C” annex. Pier “A” became 
ignited at about 1:45 in the morning. 

Engine companies from the Weehaw- 
ken Fire Department, from Hoboken, 
from Union Hill and Jersey City joined 
forces in fighting the fire. An Erie tug 
responded at 11:42 and other tugs kept 
coming until thirty-seven had reported 
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Incorporated 1849 


Metropolitan Fire Agent 


C. G. Smith 
1 Liberty Street 


Service Department 


I Liberty Street 





SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


New York Offices 


Geo. A. Hill, Jr., Special Agent 


Cash Capital $2,500,000.00 


General Marine Managers 


Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane 





























ts from the should serve to emphasize and direct attent; 
at the fire. Three fire boats t to the importance and necessity of a sdieal 
New York Fire Department were sen change in the construction and protectio; of 
to aid, but little could be done to save piers and wharves, if such disasters are to be 
the piers and warehouses that had averted in the future. it may be well to add 
ht fire Piers “B,” “C” that a record, including 107 hres on piers and 
already caug . noe ? wharves up to December 31, 1920, shows a total 
and “D” and warehouse “C” annex and loss of $33,555,382, or an average of $313,001 per 
“B” boiler house were totally destroyed = fire, an Jered, aml ne ; 
a : “ay 1- 1 reterence to these piers it may be said 
with their contents. Pier “A” was a that they were built to burn. They wer ‘a 
most a total loss. Twelve of the twen- jrame construction; each formed a long hori. 
ty-two barges were totally destroyed — i ee were suonanive; the safe. 
ious yud arative meagre; the accessibility 
and the others were damaged to vario trom land (as usual) limited to a narrow end 


degrees, Sixteen or twenty freight cars 
were destroyed and the loss on build- 
ings, barges and cars was $1,753,550; 
on contents, $555,387, making a total 
loss of $2,308,937. 


Conclusions 


The information and experience gained add 
but little to what is already known of the 
possible consequences when this class of pier 
construction is exposed to fire. In fact, fol- 
lowing a_suryey, in 1918, of the water front 
the possibility of a disaster of this kind at 
this location was anticipated. However, a re- 
view of the conditions that made so rapid, 
destructive and uncontrollable a fire possible 
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Actual market value for ail securities 





D. H. Dunham, President 
Nea) Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. B. Hassinger, Ass’t Sec’y. 
John A, Snyder, Secretary 


MECHANICS 


Statement January 1, 1921 
ASSETS ANY LIABILITIES 
Capical ..........$ 600,000 


Reserve Reinsur- 
ance Fund....., 1,465,929 


Reserve all other 
liabilities 159,357 
564,541 


Net Surplus ...... 
Total ............$2,789,828 
Policyholders Surplus, $1,164,541 




















D. H. Dunham, President 

Neal Bassett, Vice-President 
John Kay, Vice-Pres. & Treasurer 
A. H, Hassinger, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, KH. J. 
Organized 1854 


Statement January 1, 1921 
ASSETS AND LIABILITIES 
Capital ..........$1,250,000 


Reserve Reinsur- 
ance Fund ..... 5,191,079 


Reserve all other 
liabilities ...... 1,205,847 


Net Surplus ...... 2,086,742 
Total ............$9,733,168 
Policyholders Surplus, $3,336,742 











H. M. Gratz, President 
D. H. Dunham, Vice-President 
Neal Bassett, Vice-President 
John Kay, Treasurer 
A, H. Hassinger, Ass’t. Sec’y. 


Girard F. & M. 


INSURANCE CO. 


of Philadelphia 
Organized 1853 
Statement February 16, 1921 
ASSETS AND LIABILITIES 


Capital ...........$1,000,000 


*Reserve Reinsur- 
ance Fund ..... 2,295,788 


‘*Reserve all other 
liabilities ....... 


Net Surplus ...... 


260,940 
449,841 
BOGE ec cccccce - $4,006,570 


Policyholders Surplus, $1,449,841 
“As of December 31, 19%. 



























Loyal to friends and loyal agents 














the solidly closed sides made effective attac 
from the water impossible after a pier was 
once ablaze; the slips between the piers were 
unusually narrow, and the value ot the nar- 
rowest slip as a partial fire break was largely 
destroyed by the numerous barges with frame 
housing. The piers individually and as a group 
created a high potential hazard. 





THE SUIT AGAINST MAINE 





Counsel for Plaintiff Telis of Develop- 
ments; Case to be Argued 
in June 





B. W. Blanchard, attorney at law, 
Bangor, Me., counsel for,the plaintitf 
in the arson case where,the State of 
Maine has been sued because of fires 
started by a released lunatic, the story 
about which was printed in The Eastern 
Underwriter recently, gives the follow- 
ing details: 

“George Stanchfield was committed to 
the Bangor State Hospital here in Ban- 
gor and was later parolled by the sup- 
erintendent' and very soon thereafter 
set fire toa large dairy farm and burned 
the farm,’as well as twenty-seven head 
of pure blood Holstein cattle. On the 
same night he shot a girl, a former 
sweetheart; also set fire to and burned 
the entire set of buildings of another 
man. He was later caught, confessed, 
and was sentenced to the criminal in- 
sane at Augusta State Hospital where 
he is now. He is hopelessly insane. 

“We went to the legislature and se- 
cured a passage of an order calling 
for the payment of $10,600, and the 
same was vetoed by the Governor. 
Then we secured leave to sue the 
State and last month tried the case 
here before a jury and obtained a ver- 
dict of $23,650.00. The matter has been 
taken to the Law Court by the State 
of Maine and will be argued next June 
in Bangor. The plaintiff in the action 
was Austin W. Jones Co., of Veazie, 
Me.” 





TWO FIRE COMPANIES REINSURE 


The Palmetto Fire Insurance Com- 
pany and the Fidelity Fire Insurance 
Company, both of Sumter, S. C., have 
reinsured the entire outstanding ‘ire 
loss liability in the Globe & Rutgers. 
The contract is made effective as of 
December 1. Both companies are un:‘er 
the same management, as Perry Moses 
held the position of secretary and man- 
ager in each company. The contract 
provides for the run-off only, and both 
companies will continue in business. 





To Liquidate 
The Coal Operators Mutual of West 
ern Pennsylvania has decided to. liqui- 


date. f 
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Identity of Trustees 
Of Federation Given 


WIDE VARIETY OF INTERESTS 





c. E. Hodges, President of American 
Mutual; Milbank Johnson, Witl. 
Pacific Mutual; Hill Montague, 
Lawyer 





Three of the trustees of the Insur- 
ance Federation, appointed at the meet- 
ing in the Hotel Astor earlier this 
month, who are not generally known 
to fire insurance people, are Dr. Mil- 
bank Johnson, of Los Angeles; Hill 
Montague, of Richmond, Va., and Chas. 
BE. Hodges, of Boston. 

Dr. Milbank Johnson is one of the 
moving spirits in the Pacific Mutual 
Life and is a stockholder of considera- 
ble extent in that company. He is also 
a director, I believe, as well as associ- 
ate medical director. Dr. Johnson is a 
man of large influence in the state of 
California and resides in Los Angeles, 
where he is exceedingly well known. 
I believe that he is president of the 
board of trustees of the Art Institute in 
Los Angeles, as well as a leader in 
many municipal and civic affairs 

Hill Montague is a successful lawyer 
of Richmond, Va., and for a number of 
years was president of the Fraternal 
Insurance Congress, although I believe 
that during the past year Mr. Carney 
was head of the Congress. 

Charles E. Hodges, of Boston, is 
president of the American Mutual Lia- 
bility Insurance Company, Boston. This 
company was organized under the laws 
of Massachusetts in 1887 and is a pure- 
ly mutual company. He stands well 
socially and is well liked by those with 
whom he comes in contact. His board 
of directors comprise some well-known 
names in Boston, such as _ Robert 
Amory, E. J. Bliss, Spencer Borden, Jr., 
Edwin Farnham Greene, Ronald T. Ly- 
man, Charles F. Marble, Nathaniel 
Stevens and others. 

Other trustees are Wade Fetzer, Fred 
L. Gray, James W. Henry, J. H. Carney, 
A. Duncan Reid, Charles H, Holland, 
Edson S. Lott, Arthur, E. Childs and 
Joel Rathbone, all insurance men of 
prominence. 





CRITTENDEN’S NEW POSITION 


ilies 
Will Be Pennsylvania Managér of the 
Rubberset Company, a Large 
Industrial Concern 





The many friends in New York of 
Frank M. Crittenden who recently re- 
signed as state agent of the Hanover 
in that field will be pleased to learn 
that he has accepted the agency for 
the Rubberset Manufacturing Co. and 
will have entire charge of their selling 
output for Pennsylvania. 

A friend of Mr. Crittenden said to 
The Eastern Underwriter “The Rubber- 
set Manufacturing Co. is an industrial 
concern of the top rank, and Mr. Crit- 
teniden has an unusual financial oppor- 
tunity, which he will be able to handle 
as he is a man of decided ability.” 


UNITED BRITISH IN CANADA 








Part of Motor Union Group; Wiiliam 
Macinnes Will Be Chief 
Agent 





. The United British of London is now 
to start business in Canada. This com- 
pany is one of the group of companies 
of which the Motor Union Insurance 
Company is the leader. It is controlled 
by one of the greatest financial groups 
in England and possesses assets of 
more than $12,000,000. It will be man- 
aged in Canada from the same office 
as the Motor Union, at 59 Yonge street, 
Toronto, and William MacInnes, of the 
Motor Union, is the chief agent. 














ORGANIZED 


1853 





CASH CAPITAL 
$12,000,000 














To all our friends at this Christmas 
time, we send the old, old wish of 
Health, Happiness and Prosperity. 


May they be with you, not for the 
day alone, not yet only the holi- 
day season, but be ever with you 


throughout the coming years. 








INSURANCE COMPANY 


THE HOME 


NEW YORK 


ELBRIDGE G. SNOW, President 


NEW YORK OFFICE: 56 CEDAR STREET 





Aircraft, Automobile (Complete Cover 


in Combination 


Policy), Earthquake, Explosion, Fire and Lightning, Hail, 
Marine (Inland and Ocean), Parcel Post, Profits and Commis- 
sions, Rain, Registered Mail, Rents, Rental Values, Riot and 


and Occupancy, Windstorm. 


' Civil Commotion, Sprinkler Leakage, Tourists Baggage, Use 





STRENGTH 


REPUTATION 


SERVICE 






































Fire Companies To 
Issue 25,000,000 
Policies in 1921 


BUT HOW MANY WILL STICK? 





Some Figures of One Important Coni- 
pany Illustrating Cancellation Per- 
centages; Tremendous Wastage 





The fire insurance companies, accord- 
ing to the best estimates available, will 
issue in 1921 25,000,000 policies. The 
basis for this estimate is the fact that 
an inquiry from an authoritative force 
developed that in 1918 there were 22,- 
000,000 policies issued. Twenty-five 
million is an amazing figure, but how 
many of these policies will stick? Un- 
fortunately, millions of them are born 
only to die before maturity. 


One of the largest companies in the 
country investigated the non-taken situ- 
ation thoroughly in 1918, at which time 
it estimated that all companies operat- 
ing in the United States issued ap- 
proximately 22,000,000 policies, and this 
investigator believes that the issues 
have increased at least 3,000,000 since 
that time. In 1918 this company found 
that the percentage of policies returned 
to its Head Office for cancelation, az 
not taken or spoiled, amounted to 20.9% 
of the number of contracts issued. In 
1919 the percentage went up to 22.1%; 
in 1920 to 22.2%. In 1921 the figures 
will average 22.4%—still going up. 

The 1921 Ratio 


In 1921 this Company decided to keep 
track of policies which were returned 
as canceled flat; i. e., policies which 
did not earn a premium, and the execu- 
tive in question found that in 1920 
of the policies which were returned to 
it 27.2% were charged back in full. In 
other words, they did not earn any 
premium at all. In 1921 the ratio is 
30.7%. 

This tremendous wastage is worthy 
of as much analysis as can be given 
to it. The cost of the blanks them- 
selves can be estimated by using $20 
a thousand as a basis. Apparently, 
over 7% of all the policies this Com- 
pany sends to its agents to be used 
come back to it as canceled or spoiled 
without any earned premium whatso- 
ever. Outside of the premium loss it 
can be seen that the paper loss is con- 
siderable. The balance of the policies 
which are returned, say 15 or 16%, 
earn some premium, but it can be as- 
sumed that many of these contracts 
could be kept in force by the use of 
endorsements, thus making a consider- 
able saving to the companies. 

“It costs us more than twice as. much 
to handle a premium transaction at 
our Head Office which involves cancela- 
tion than one which is to stand until 
expiration,” said this executive. “You 
will notice by the percentages already 
quoted that there is a steady increase 
in cancelations with a marked increase 
apparently in those which are being 
returned to us without any premium 
consideration. it may be that these 
increases are the natural result of ex- 
isting conditions.” 

Letter to Agents 

One company recently sent out the 
following letter to agents: 

We would like your assistance in 
our efforts to reduce the waste brought 
about by cancelation of policies. One 
out of every four or five blanks sup- 
plied to agents is returned to the com- 
pany as canceled, spoiled or not taken. 

Very few are able to realize unless 
in close touch with the routine in the 
home office that the canceled policy 
calls for more than twice as much at- 
tention as a policy which stays in force 
until expiration. The report for every 
policy written must take a definite 
course through the office in order to 
note necessary information on the 
Company’s records as well as to com- 
ply with the requirements of the In- 
surance Departments. If a policy is 
canceled or returned as spoiled or not 
taken it is obvious that every opera- 
tion made when the daily report was 
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received must ve reversed in order to 
clear the Company’s record of the 
transaction as far as possible. There 
are some items in connection with can- 
celations which follow along until the 
policy would have normally expired. 
Besides the heavy cost in the way 
of clerical hiré there are other items 
involving great expense, one of moment 
being the cost of placing the blank 
policies in the hands of agents, includ- 
ing the cost of paper stock, printing or 
lithographing, numbering and shipping. 





AVERAGE RATE HERE IS 65 
AND 70 CENTS 

In an attempt to ascertain the 
average premium on non-taken poli- 
cies in the territory of the New 
York Fire Insurance Exchange The 
Eastern Underwriter took up the 
matter with a prominent re.resen- 
tative of the Exchange, who wrote 
the following reply: 

| notice your inquiry seems to 
group together policies returned as 
not taken and on which no pre- 
mium is naid, and policies canceled 
before expiration on which presum- 
ably a premium has been paid and 
then partly but not wholly re- 
turned. Of course so far as con- 
cerns the evil, one must leave out 
of consideration all the policies 
ordered in advance of the time of 
their taking effect and then re- 
turned as not wanted or cancelled 
from date before they have actually 
been in force, and also all those 
policies on which any premium 
whatever is collected by reason of 
a bona fide cancellation after they 
have been in force some time and 
the retention of the earned pre- 
mium. The policies on which at- 
tention must be centered are those 
which have been in good faith is- 
sued and have remained outstand- 
ing for an appreciable time after 
the date of the commencement of 
their term and have then been re- 
turned as not wanted, cancelled not 
taken, etc., without the payment of 
any premium whatever, although 
there has been a longer or shorter 
period during which the issuing 
companies would have been liable 
for any loss occurring in such 
period. 

it has been estimated, though | 
know not with what approach to 
accuracy, that the loss of earned 
premiums on policies of this class 
in the area of the New York Fire 
Insurance Exchange is somewhere 
between one and a half and two 
million dollars annually, or, say 3% 
or 4% of the premiums reported 
for assessment and taxation. I can- 
not tell you what is the average 
premium on a policy returned. | 
do not know the average policy 
amount in New York City, although 
| know that the average rate, re- 
gardiess of term, is between. 65c. 
and 70c., as contrasted with an 
average rate throughout the coun- 
try of slightly over 1%. 











There are also postage charges with a 
definite expense to the agent who writes 
the policy and effects cancelation. 

The storage feature at the home office 
in connection with canceled policies and 
reports is very important when you 
consider that from one-fourth to one- 
fifth of the Company’s filing space is 
given up to canceled policies and data 
connected with them. Every canceled, 
spoiled or not taken policy. means a 
waste of labor and material which in 
the aggregate involves to all companies 
millions of dollars every year. Care 
and foresight at the agency will save 
time and effort now wasted by the 
agent and will lessen the work now im- 
posed upon the companies. We offer 


for your co-operation the following sug- 
gestions: 

1. Ascertain before policies are writ- 
ten if renewals are desired and if 
the new policies can be delivered. 

2. Learn before policies are written 


whether or not changes are to be 
made in amounts or forms. 

3. Check rate before policies are writ- 
ten to be sure the last promulga- 
tion is used. 

4. Review -forms before policies are 
written to be certain that they 
conform with rules and properly 
cover the subjects of insurance. 

Another thought along these lines is 
that where slight changes are neces- 
sary after the policy is written, a sav- 
ing may be effectel by endorsing the 
policy instead of canceling and rewrit- 
ing it. 

It may be that other companies will 
address you upon these suggestions, for 
the matter is one of considerable con- 
cern to all and at this particular time 
it will not detract from the importance 
of the subject if somewhat similar let- 
ters reach you. 

Thanking you for the assistance 
which we anticipate you will give, we 
remain, 





BUFFALO INSURANCE EXCHANGE 

Frank E. Seymour, Jr., manager of 
the casualty department for Richard 
L. Wood & Company of Buffalo, was in 
the city this week on several big cases. 
According to Mr. Seymour, the plans 
for an insurance exchange building in 
Buffalo are making rapid headway. The 
various insurance firms are manifesting 
interest and it should not be long until 
Buffalo has a building similar to the 
insurance exchange building in Chicago. 

Mr. Seymour says that business is 
improving in Buffalo. Statler is build- 
ing a hotel there that, it is said, will 
be the equal of the Hotel Pennsylvania. 
General business conditions are pick- 
ing up and the insurance men look for 
a considerable increase in premium in- 
come by Spring. 


RECOVERS ON ACTIONS 

The Insurance Company of the State 
of Pensylvania has recovered in two 
deferred actions involving reinsurance 
of a risk on which the plaintiff com- 
pany was compelled to pay $15,659 in 
1919. The defendants in the actions 
were the Scandinavian-American As- 
surance Corporation and the United 
Firemen’s, each of whom admitted the 
existence of a binding agreement for 
reinsurance with the plaintiff but al- 
leged that such agreement was signed 
subsequent to the fire. The action thus 
resolved into a variance of fact at 
issue. Preatice Townsend represented 
the plaintiff, and Rumsey & Morgan the 
defendants in both cases. 


MONTHLY NEWS LETTERS 
Over half the state organizations of 
the National Association of Insurance 
Agents have begun the circulation of 
brief monthly news letters among their 
members in accordance with the sug- 








gestion of President Case in his De-- 


cember letter to the state presidents. 
Inquiries have also. been made con- 
cerning a campaign in each state for 
a qualification law for agents. 


EXCHANGES IN CANADA 

New York Reciprocal Underwriters 
subscribers were granted a Dominion 
license November 22 for fire and 
sprinkler leakage insurance in Canada. 
Another exchange, Individual Under- 
writers, were also granted a similar 
license bearing same date. 





-" Few Mere Men Present; 


Women Turn Out For 
Big Insurance Tea 


AFFAIR MOST FELICITOUS 





Cairns 
Tells What to Read; Miss 
Inch Extolled 





A tea for the women in the business 
was given by the Insurance Society at 
the Drug & Chemical Club on Tuesday 
afternoon with Miss Helen M. Garvin 
presiding. It turned out to be a good 
idea and that Hartford minister who 
made the talk about insurance clerks 
which so infuriated the Hartford fra- 
ternity when they read it last Monday 
morning should have been present at-the 
New York affair and he would have had 
his eyes opened. With the exception that 
the women present were younger, the 
Drug Club festivity had all the appear- 
ance of a meeting of a large women’s 
club. In the faces of those present 
were dignity, character and ambition, 
while to these qualities were not sacri- 
ficed good looks or charm. If there are 
any of the flapper type employed in 
William street offices they were not 
present at this occasion. 








C. M. LOWRIE, 





Wood-Fourth Insurance Agency 


ARROTT BUILDING, PITTSBURGH, PA. 


JOS. WINGERSON, Sec’y. 


The hostesses were Mrs. E. T. Cairns 
Mrs. Bayard P. Holmes, Mrs. W gq 
Falconer and Mrs. C. R. Pitcher. Guests 
from England enjoying the proceed igs 
were Hugh Lewis, general manage. of 
the Liverpool & London & Globe, ang 
F. J. Williams, of the Royal. From 
New York came W. G. Falconer, ©. 4. 
Ludlum, W, N. Bament, R. P. Barbour, 
C. R. Pitcher, Carroll DeWitt, Raiph 
Blanchard, W. F. Barton, E. W. Dart 
and Bayard P. Holmes. Clarence F. 
Low represented New Orleans. 

E. T. Cairns, who has been appointed 
manager of the Eastern departmen: of 
the Fireman’s Fund, handled in a gi ace- 
ful fashion the topic of “Spirits” ind 
described the spirit of ambition, of 
hope, of cheerfulness, of loyalty, the 
possession of which leads on to sue. 
cess. He stopped a moment to recom. 
mend three books. They were the cuto- 


’ 


biography of Edward Bok, which has 
been re-edited and shortened i: a 
public school book; Sir Galahad’s 
“Quest of the Holy Grail,” and one of 


the books of Dr. Henry Van Dy of 
Princeton University, Mr. Cairns ; inc. 


tured his remarks with some intcrest- 
ing -Stories. 

Miss Maude Inch was congratulated 
for her part in the success of the festi- 
vities, which included singing of Christ- 


mas carols. 


—-» 


GENERAL AGENTS 


H. A. LOGUE 
Chairman 
Pres. EDW. A. LOGUE, Vice-Pres. 


H. C. NIEHAUS, Treas. 








“The Leading FIRE INSURANCE Co. of America” 


WM. B. Cl 


ARK, Presidént 


102 Years: of Service 


Losses Paid over $195,000,000 
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Nation- Wide 


LOGUE BROS. & CO., Inc. 
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Refuses to Handle 
Losses for Mutuals 
Or Inter-insurers 


ADJUSTMENT COMPANY ACTS 


Tired of Sensitiveness of Mutuals, of 
Apologies of Constantly Answer- 
ing Critics 


The “Journal of Commerce” prints 
most interesting letter from the man- 
ager of the Southwestern Adjustment 
Company, of Dallas, Tex., telling why 
his company has declined to handle 
losses for mutuals and inter-insurers. 
Five specific reasons are given as fol- 
lows: 

First—We became tired of being in a posi- 
tion that prevented us from stating at all 
times and on any occasion our sincere belief 
ir. the superiority of the stock company system 
over the mutual system without being called 
yn to apologize to some mutual company that 
was paying us its money to render it service. 

Second—We became tired of apologizing to 
the best local agents in the state for extend- 
ing to the mutuals the same adjustment ser- 
vice that the stock companies in: their agency 
received. thus creating the impression on the 
nind of the assured that there was no differ- 
ence after all in the mutual companies and 
the stock companies. We believe that nothing 
gives the mutual companies more recognition 
and prestige in the mind of an assured than 
to have the stock companies and mutual com- 
panies re on a loss by the same 
acd juste 

third_-We tired of the sensitiveness of the 
mutuals on the question of loyalty to them. 
We were informed hy a representative of sev- 
eral mutual companies operating in this state 
“the fight.is on in Texas between stock com- 
panies and mutual companies and that it 
would be to the finish and that the mutuals 
ex! vected lovalty ,from those employed to 

ijust their losses.” If an adjuster who repre- 
sents stock companies in the adjustment of 
losses in Texas accepts patronage of the mu- 
tuals and it can be suspected from the ap- 
pearance of such an adjuster that he is not 
thoroughly in accord with the mutual system 
such an adjuster is more than likely to be 


INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, 
United States Branch 
83 Maiden Lane, New York 


ENGLAND 
EVERARD C. STOKES 


United States Manager 
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called on the carpet by some of his mutual 
constituents. 


Fourth—We were criticised severely by gen- 
eral, state and special agents of some of the 
most prominent stock companies operating in 
Texas on account of our representing mutuals. 
These stock company interests were among 
our most faithful friends and our best patrons. 
We tired of being in an apologetic attitude 
toward them, 


Fifth—We tired of being advised by John 
Doe or Richard Doe that he had been ap- 
pointed receiver for the Asbestos Mutual In- 
surance Company and that he found certain 
amounts due us for services and expenses in 
the adjustment of losses and that he was 
writing to ask that we file proper affidavits 
with the receiver to the effect that such bills 
had not been paid. We filed such affidavits, 
but we expect to hear nothing more of these 
bills. At the time our announcement was 
made mutual companies whose accounts repre- 
sented 33 1-3% of our whole accounts with 
mutual companies had gone into the hands of 


receivers. We decided to confine our represen- 
tation in the adjustment of losses to com- 
panies who sold contracts of indemnity worth 
one hundred cents on the dollar and who had 
the same kind of money to pay their adjust- 
ment bills. We have never lost a cent on an 
adjustment bill for any stock company. 





ANOTHER NEW JERSEY COMPANY 
Papers have been filed for the incor 
poration of the New Jersey Manufac- 
turers’ Association Fire Insurance Com- 
pany. F. W. Schmidt, of Morristown 
and W. F. Birch, of Dover, are among 
the incorporators. The new company 
will operate from 175 West State street, 
Trenton. The concern is a stock com- 
pany with a capitalization of $200,000 
and will insure against losses by fire 
and water used in combatting fire. 





Milan’s Five Treaties 
Are Terminated 


COMPANY’S ASSETS $512,000 





Examined By New York Insurance De- 
partment; No Direct Policies 
Issued Here 


The Milan International Reinsurance 
Company, of Milan, Italy, which has 
liquidated its business in this country 
and applied for release of funds held 
by its United States trustee, and securi- 
ties on deposit with the superintendent 
of insurance, had five treaties here 
which terminated September 30, 1920. 
They were as follows: 


Knickerbocker Insurance Company, 
of New York, covering fire insurance 
business; cancelled as of its inception. 

Automobile Insurance Company, of 


Hartford, Conn., covering marine in- 
surance business; cancelled as of June 
30, 1920. 


Appleton & Cox, Inc., as attorney for 
various companies, covering excess cot- 
ton insurance business; terminated by 
expiry as of September 15, 1920. 

American Equitable Assurance Com- 
pany of New York, covering marine in- 
surance business; cancelled as of Sep- 
tember 30, 1920. 

Bankers & Shippers Insurance Com- 
pany of New York, covering marine in- 
surance business; cancelled as of June 
30, 1920. 

No direct policies of insurance were 
ever issued in this country by the 
Milan. The company had total Ameri- 
can assets of $512,000. All of its lia- 
bilities have been settled. 
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Best Explains New 
Advisory Service 


LETTER TO BROKERAGE HOUSE 





Sees No Reason for Hostility to This 
Service on Part of 
Brokers 





Considerable interest is being taken 
in brokerage offices over the new Ad- 
visory and Engineering Service De- 
partment of the Alfred M. Best Com- 


pany. Some brokers have taken a posi- 
tion of hostility to the service, making 
the allegation that there is nothing 
which the Alfred M. Best Company can 
furnish in the way of advisory and 
engineering service for a fee that the 
well-equipped brokerage offices cannot 
furnish for nothing. The text of the 
agreement follows: 


ADVISORY AND ENGINEERING SERVICE 
AGREEMENT 


Between 


And 
Alfred M. Best Company, Incorporated 
75 Fulton street, New York, N. 

eh eeuc eis Aehis trees hereinafter called the “Sub- 
secriber,” and Alfred M, Best Company, Inc., 
hereinafter called the “Company,” hereby enter 
into an agreement wherein the Subscriber em- 
ploys the Company for a period of one year 
trom the date hereof to perform the following 
services: 

1. To make a physical examination of all 
preperty belonging to the Subscriber, situated 

2. To analyze the rating schcdules promul- 
gated BE 55d dchebdeds abboeserconencveee or the 
purpose of detecting errors in the application 
of such schedules and to suggest such im- 
provements as will remove charges made for 
defects. 

3. To consult with the Subscriber on all mat- 
ters pertaining to fire prevention, including 
building construction, plant equipment and the 
elimination of hazards. 

To examine all Insurance contract forms 
and riders carried by the Subscriber, to ascer- 
tain if the property or interest insured is cor- 
rectly described, and the Company to advise 
as to changes and additions necessary to secure 
such correct description. If necessary or ad- 
visable, the Company will prepare new insur- 
ance form or forms. ‘ 

5. To render to the Subscriber on completion 
of the imspection and audit, a full written re- 
port, embodying the Company’s findings and 
recommendations, 

6. To advise regarding the financial stability, 
loss paying record, reputation and methods 0 
insurance companies and associations, such - 
vice to include the following features: 

(a) Annual Volume: The use during the 
period of the subscription of a copy of the 
latest edition of “Best’s Insurance Reports” 
(Fire and Marine). 

(b) Best’s Insurance News for one year. 
This paper, issued monthly, chronicles ail 
important changes and developments in fire 
and marine insurance companies. 

(c) Special Confidential Reports upon fire, 
marine, casualty and all miscellaneous classes 
of insurance companies and associations will 
be furnished upon request. 

(d) Review of Insurance Carried: If a list 
of the companies, or associations and policy 
amounts, insuring the Dot sd of the Sub- 
scriber is filed with Company, it will 
review such list, calling ‘yg ome to any con- 
cern whose polic should for any reason be 
reduced or Nowe’ A y or which is in a weak 
condition, or which otherwise requires special 
comment. 

(e) The Company shall index all inquiries 
and promptly transmit any information re- 
rod y detrimental to the interests of the 
Subscriber, without further request or ex- 
pense. 

(f) The Company shall act as the agent of 
the Subscriber in ghey and reporting 
information and shall under no circumstances 
be required to disclose its source. 

7. To assist the Subscriber in the purchasing 
of fire protection equipment. 

. To advise concerning the rights and obli- 
gations of the Subscriber under policy yn aie 
and, in the event of loss, to aid in the prepar 
tion of claims and proofs of loss, sof if te 
wae, to recommend competent adjusters. 

9.To consult with the Subscriber on all 
matters pertaining to insurance as the occasion 
may require, during the period of the contract. 

10. The Company shall act as the Agent of 
the Subscriber in the foregoing. It shall exer- 
cise all care and diligence, but 
held accountable for errors in its reports. 


Explains Contract 


The contract is explained by Mr. Best 
in a letter which he has addressed to 
a prominent New York brokerage 
house, some vf the customers of which 
had received the Best printed matter, 
and which bad asked Mr. Best to give 
ii a statement of the basis on which the 
department is operated. The statement 
follows: 

“There is nothing new in the work 
which we are doing except the fact that 
it has been put upon a professional 


shall not be — 


basis, and that in the effort to preserve 
an absolutely unprejudiced professional 
attitude in the execution of work en- 
trusted to our Advisory and Engineer- 
ing Department we will not place insur- 
ance for any one; nor participate in any 
way, directly or indirectly, in the hand- 
ling of insurance accounts as agent or 
broker. 

“Our services will be available either 
to the broker or the property owner 
direct. Where we deal with the prop- 
erty owner it will be our aim to co- 
operate to the fullest possible extent 
with the broker, supplementing his 
work where necessary and avoiding 
unnecessary duplication of _ effort. 
Should conditions be discovered by us 
requiring change, it is the writer’s be- 
lief that the likelihood of disturbing the 
relations of broker and client under 
such conditions will be far less than 
would be the case if the same errors 
or omissions were discovered by some 
competing broker. In this connection, 
you may be interested to know that 
we have furnished advisory and engi- 
neering service to many large concerns 
whose insurance was placed by reputa- 
ble and prominent brokers, but we have 
yet to find a situation which we could 
not improve substantially; yet in no 
bree gg instance did the broker lose the 

ne, 

“There are many small brokers and 
agents throughout the United States 
who have clients requiring engineering 
and advisory service such as we are in 
a position to supply, and which these 
agents and brokers cannot themselves 
supply. We anticipate that such agents 
and brokers will make free use of our 
organization, which they can do with 
entire safety because we are not, direct- 
ly or indirectly, interested in the plac- 
ing of insurance. Larger brokerage in- 
stitutions will doubtless make use of 
our organization also, by reducing the 
personnel of their own engineering de- 
partments to such a point that all their 
employees will be kept continuously oc- 
cupied, our. Office’ being called upon 
whenever an unusual pressure of work 
makes this necessary. 


Course for Broker to Take 


“We recognize that the business con- 
cerns to which our proposal is sub- 
mitted will probably discuss our offer 
with their brokers; this would be the 
natural and courteous thing to do. The 
broker must then take one of two 
courses: he can recommend our ser- 
vice on the ground that nothing should 
be left undone to safeguard the inter- 
ests of his client, and that despite the 
exercise of all possible care by his staff, 
errors of more or less importance may 
have occurred in the handling of insur- 
ance accounts; or, on the contrary, the 
broker might take the position that he 
is furnishing without cost to his client 
the service which we offer, and for 
which a charge is made by us. It 
seems to us that the former course 
could not fail to increase the confidence 
of the client in the broker. It would 
be practically impossible for both the 
broker’s engineering organization and 
our own to overlook anything of im- 
portance, and therefore, when we were 
through with our work the assured 
and the broker could both have the 
satisfaction of feeling that everything 
had been done that could be done. If, 
on the other hand, the broker should 
discourage the use of our service, and 
subsequently a competing broker dis- 
covered and called to the attention of 
the assured matters which might have 
been corrected through the use of our 
organization, there would be a. strong 
probability of disturbance or disruption 
of the relations between the original 
broker and his client. 

“Under the stress of competition the 
engineering departments of the larger 
brokerage offices have steadily grown 
in expense, until in many cases they 
have become a serious burden upon the 
profits of the business. It seems to 
us that the brokers should and will co- 
operate with us in a movement which 
will tend to reduce their own expenses, 
and at the same time relieve them to 
a considerable extent of the burden of 


_Mittee, Mr. 


responsibility which now rests upon 
them. 

“For all the reasons above stated we 
believe that when the scope and value 
of our advisory and engineering service 
is thoroughly understood by brokers 
and agents, large and small, it will be 
apparent to them that we are not in 
the least antagonistic to their interests, 
but quite the reverse. 

“Such a review by us of the work 





already done by the broker would be 
analogous to the now almost universal 
practice of employing chartered , ec. 
ccuntants to review important accoun's. 
We have been serving our clients with- 
out prejudice for nearly a quarter of 
a century, and our statement of the 
principles which govern the condu:t 
of the Advisory and Engineering [e- 
partment will, we are sure, be accepicd 
without question.” 








UNTERMYER HEARINGS PUT OVER UNTIL JANUAR) 


(Continued from page 1) 


daily papers on Thursday of last week 
and told them that there could be no 
reform in local fire insurance adminis- 
tration until Willis O. Robb, manager 
otf the New York Fire Insurance Ex- 
change, walked the plank. In reporting 
this interview the New York “Tribune” 
said: 

Samuel Untermyer, chief counsel to 
the committee, said yesterday that there 
was no intention of dropping the in- 
quiry, into fire insurance affairs. In 
letters to Henry Evans, chairman of 
the fire insurance underwriting com- 
Untermyer has said that 
the readjustment of rates has not been 
satisfactory, and that no general re- 
form on the fire insurance exchange 
could: be expected so long as Willis 
O. Robb is retained as manager. Mr. 
Untermyer characterized the present 
administration as “corporate manage- 
ment of a quarter of a century ago.” 

Another daily paper said that Henry 
Evans, chairman of the companies’ com- 
mittee, had replied to Mr. Untermyer’s 
letter, advising the counsel of certain 
important rate reductions and other 
credit allowances which had been made 
in rates, but, according to one of the 
reporters present at the Untermyer in- 
terview, “While the committee regards 
these moves as in the right direction 
it wants to see reductions which will 
bear more closely on the housing situ- 
ation and this will be taken up on 
the resumption of the hearings.” 

Mr. Robb incurred the displeasure of 
the Lockwood counsel in his testimony 
before the Lockwood committee. This 
was a peppery examination, in which 
Mr. Robb did not treat the examining 
counsel as politely as he thought was 
his due. Mr. Robb was the first promi- 
nent fire insurance man to be examined 
by the committee, the examinatioi 
growing out of the disciplining of the 
brokerage house of Schiff, Terhune & 
Co. by the New York Fire Insurance 
Exchange, of which Mr. Robb is man- 
ager. 


New York “Herald’s” Article 


An article in the New York “Herald” 
on Sunday, wired by an Albany corre- 
spondent, and purporting to tell what 
the Lockwood Committee intends to 
recommend to the legislature, caused 
a lot of talk around town as to where 
the “Herald” man got his information 
and misinformation. Several para- 
graphs follow: 

“Another bill will deal with fire in- 
surance companies and seek to remedy 
the abuses exposed in the New York 
investigation. The bill will provide 
that all rates must be subject to re- 
view by the State Superintendent of 
Insurance and the courts; will prohibit 
discrimination against any insurance 
broker in the State; will repeal the 
existing law permitting mutual com- 
panies to be converted into stock com- 
panies without State control; will pre- 
vent fire insurance companies speculat- 
ing in the stock market or doing any 
kind of speculative business; will pre- 
vent the companies carrying great re- 
serves, 

“Impetus to building will be given 
by loosening the money market, it is 
hoped. This is to be accomplished, Mr. 
Untermyer and his associates believe, 
by requiring all the corporations such 
as fire insurance, compensation and mu- 
tual companies handling the people’s 
money to invest a certain part of their 
funds in real estate loans. It is esti- 
mated that several hundred millions 
will be thrown into the building market 


by this one measure. The investigatio. 
has shown that big corporations der iy- 
ing most of their income from the 
building industry have almost nothing 
invested in real estate. Especially is 
that true of the fire insurance com- 
panies. 

“The workmen’s compensation law is 
to be amended, it is proposed. Mutual 
casualty companies are to be admitte] 
to the field and the cost of this class 
of insurance will be reduced by stock 
companies. Accident liability is to be 
put under the State law. The mon- 
opoly and abuses practiced, as revealed 
during the inquiry, are to be remedicd 
by specific statutes. This will start 
a terrible fight by the companies which 
have been making tremendous prolits 
out of this business. The automobile 
truck casualty insurance is to be regi- 
lated. The profits on the automobile 
insurance are said to run as high as 
500 per cent.” 





WIND STIRS UP RISKS 





Agents Following Up Opportunities to 
Write Tornado Covers as 
Damage is Seen 





Windstorms and tornadoes in them- 
selves constitute the most effectual sell- 
ing arguments for those particular 
forms of insurance. As one underwriter 
this week informed The Eastern Un- 
derwriter, “Every time we pay one 
hundred thousand dollars in claims 
after a severe storm we take in close 
to one hundred and fifty thousands in 
new business.” 

After the industrious local agent has 
fallen down in his verbal efforts to 
picture a calamitous situation intended 
to induce his prospects to safeguard 
themselves against the hazards of wind- 
storms, the mere sight of damaged 
property on a neighbor’s estate more 
frequently than not leads to a sudden 
reversal of opinion concerning the ade- 
quacy and worth of such insurance. Too 
Many assureds must first be “shown.” 
Such is the psychological barrier 
against which agents constantly find 
themselves thrown, and now is the time 
when resistance is at a low ebb. 

The destructive gale that early this 
week swept over New Jersey, New 
York and Connecticut not only up- 
rooted hundreds of trees, and smashed 
roofs, plate glass windows and oiler 
forms of property bit in addition 
brought along in its wake a raft of 
applications for insurance from frig)it- 
ened property-holders. Fire underwri'- 
ing offices here report the writing of 
fair amount of tornado and windstor 
insurance as a direct outcome of thi 
single storm. However, the opportu: 
ity to push the line will quickly dis- 
appear unless the local agent is az 
gressive and alert to the chance to se!! 
this insurance to his clients while th 
subject of winter storms is still a topi 
of widespread and apprehensive coi 
versation. 
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Celebrating a “Golden Wedding” 


An interesting event in Glens Falls history 
was the recent visit of our Toledo agent, Mr. 
Judd Richardson and his father, Mr. Ira A. 
Richardson. 


In one respect the occasion was unique— 
but we will let Mr. Judd Richardson tell why 
in his own words: 


There has been a golden wedding in our 
family—a business golden wedding. Fifty 
years ago the Richardson family became 
wedded to the Glens Falls Insurance Com- 
pany, and this visit is by way of celebrating 
the anniversary. 


It was in 1871, the year of the Chicago fire, 
that my father became your agent in Toledo. 
In consequence, I just naturally grew up in 
the business and ten years ago, when he re- 








tired, I succeeded to the agency. Now my 
son, in turn, is helping me to protect prop- 
erty by means of Glens Falls policies. 


No need to tell us that the Glens Falls is 
“old and tried.” Three generations of 
Richardsons know that from. experience. 


Mr. Ira A. Richardson is a vigorous veteran 
of eighty-five who earned a high place in fire 
insurance circles; his son is fully maintaining 
his enviable record, and the future of the 
Toledo agency looks to be abundantly safe in 
the hands of the promising grandson, Mr. 
Dorman E. Richardson. 


It is a source of pride to the Glens Falls In- 
surance Company that so many of its agencies 
have records running over long periods. 


E. W. WEST 


President 


jolt 


Insurance Company 


“Old and Tried” 


Glens Falls, _N. Y. 


H. N. Dickinson, Vice-President 


F. M. Smalley, Secretary 


J. A. Mavon, F. L. Cowles, H. W. Knight, Assistant Secretaries 


R. C. Carter, Treasurer 
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May Revolutionize 
Reinsurance Practice 


COMMENTS ON EXCESS COVER 





Opposition to New Contract in Some 
Quarters; How it Looks to 
Sympathizer 





The letter of the Springfield Fire & 
Marine in reference to the excess re- 
insurance contracts of the Continental 
and Hartford, which it claims has in- 
creased the carrying power of those 
companies, and the possibility that 
some other companies of similar im- 
portance may also make arrangements 
abroad, was the principal topic of dis- 
cussion in the underwriting offices this 
week. It is generally believed that the 
new cover is legal. While there are 
some underwriters and reinsurance men 
who are exceedingly antagonistic to the 
cover, there are others who believe that 
it has come to stay and that it will 
revolutionize the reinsurance business, 

Neither of the companies who made 
the cover, or the reinsurance man who 
made the arrangements, cared to dis- 
cuss the matter this week, but a stu- 
dent of the business, who is familiar 
with the proposition and sympathetic 
with it, said to The Eastern Under- 
writer: 

“The difference between this class of 
reinsurance and the type which has 
been prevalent is the difference be- 
tween specific reinsurance and the 
floater form. In specific reinsurance it 
is necessary to know beforehand where 
the loss will occur in order to collect. 
In the new excess cover form of insur- 
ance wherever the loss occurs the con- 
tract attaches. In the old plan the 
ceding company must give the reinsur- 
ing company facts of the specific lines, 
but in the new cover there is no session 
of specific risks, no bordereaux. The 
ceding company merely pays a percen- 
tage of its premium income. The con- 
tract is not a conflagration cover in any 
sense of the word, as it does not pay 
any loss by one fire or conflagration in 
excess of the agreed limit, which is not 
a large amount. It is, however, the 
best of all protection in the matter of 
group lines, schedule lines and block 
lines. To illustrate, suppose the limit 
of the company’s excess cover was 
$200,000 in excess of, say, $25,000. A 
loss occurs involving the company for 
$225,000. The company would pay the 
first $25,000. The reinsurers would pay 
the excess up to $225,000. 

“This form of cover really guarantees 
a company’s underwriting judgment. A 
company bases its lines upon the con- 
struction, protection and the exposure 
of a risk. In the ordinary form of re- 
insurance, if a sprinkler equipment fails 
to work, or if a fire appliance fails to 
function, then the underwriter’s judg- 


THE HANOVER 


FIRE INSURANCE COMPANY 
Contineously in business since 1852. 
The seal strength of an insurance com- 


is in the conservatism of its man- 
oo “4 "aed the management of THE 
HANOVER is an 


absolute assurance 
the security of its policy. 

EMORY WARFIELD, President 
FRED. HUBBARD, Vice-President 
CHARLES W. HIGLEY. Vico-President 

WILLIAM Yornison, Asst. Sec’y 
HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK P 

mOwTE cA Pi ore Ao 
% WILLIAM STREET, NEW YORK 











ment is safeguarded because the excess 
cover operates, taking over the loss in 
excess of what the underwriter’s judg- 
ment originally dictated after the 
sprinklers, fire doors, etc., have failed 
to do their work. Some of the biggest 
losses have been a surprise to under- 
writers, A company, to illustrate, ex- 
pected when it wrote $250,000 on a 
sprinklered risk that it would not get 
stuck for more than 5%, but something 
went wrong with the protective appara- 
tus and there was a loss of $200,000 in- 
stead. In such an event the moment 
the company’s low limit is exceeded 
the excess cover applies.” 





WILLOUGHBY UP STATE 
The committee on county activities 
ot the New York State Department of 
the Insurance Federation is planning a 
thorough organization in every county 
to combat possible hostile legislation 
during the next session of the Legisla- 
ture. Charles Willoughby, executive 
secretary, is making an extensive trip 
up the state under the direction of the 
committee. He is expected to talk be- 
fore the Rotary and Kiwanis clubs at 
each county seat on “Americanism and 
the Federation’s Purpose,” and to fol- 
low up this speech by arranging the 
preliminary organization of the local 

insurance men in the Federation. 





LETTER FROM HARTFORD 
“COURANT” 


Hartford, Conn., Dec. 15. 


Editor The Eastern Underwriter: 

Let me congratulate you upon your 
very useful supplement on the social 
aspects of insurance in which you 
quoted various prominent men on the 
value of insurance. 

SEYMOUR W. SMITH, 
Insurance Editor Hartford “Courant.” 





In 1921 the following companies en- 
tered Cinada: Caxton Insurance Com- 
pany, Ltd.; Pacific Fire, L’Urbaine Fire, 
Autocar Fire & Accident Insurance 
Company; Patriotic Assurance Com- 
pany, Ltd.; Austral Insurance Com- 
pany, British Oak Insurance Company, 
New York Reciprocal Underwriters, In- 
dividual Underwriters, Security, of New 
Haven; United British. 








Thoroughly Competent 
Insurance Man 


at present manager of general 
agency and independent adjuster, 
would consider making a change. 
Controls small brokerage account 
and is prepared to buy share of 
business if required. Fifteen years’ 
field and office experience in New 
England, New York and Middle 
West. Would consider field work 
or desirable agency connection. 
What have you to offer? 

Address “XYZ” 

Care of this paper 

















H.KRAMER 
ADJUSTER 
FOR INSURANCE COMPANIES 
90 William St., New York City 








A GENERAL AGENCY OFFICE MORE THAN HALF CENTURY OLD 


UNDERWRITERS AGENCY 


Head Office: 100 WILLIAM ST., NEW YORK 





NEW YORK 


A. & J. H. STODDART 


Fire, Tornado, Explosion, Riot and Civil 
Commotion Sprinkler Leakage and Use 
and Occupancy Insurance. Automobile 
Insurance - Fire, Theft, Collision and 
Property Damage. 











UNLIMITED SCHEDULE ANALYSIS 
ENGINEERING 


ALL KINDS OF INSURANCE EVERYWHERE 


LOGUE, LOWRIE, NIEHAUS & CO. 
AGENTS AND BROKERS 


INSPECTION 


ARROTT BUILDING, WOOD ST. & FOURTH AVE. 
Telephone Court 1908 


2ITTSBURGH, PA. 


SERVICE 








FIRE—AUTOMOBILE—LIABILITY—CASUALTY 


J. E. 


IN 


STONE & CO. 


SURANCE 


710 FIRST NATIONAL BANK BUILDING 
Bell -Telephone, Court 2483 
PITTSBURGH » 


PENNA. 














FIRE 


RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


Northern Underwriting Agency, Inc. 
15 William Street 


New York 


New York 

















BRITISH AMERICA 


ASSURANCE CO. 


Fire, Automobile, Explosion--Riots, Civil 


Incorporated 1833 
Toronto, Canada 


Commotions and Strikes 
Statement, January 1, 1921 


arate [steeeeeeecneeeeeeeeneeeenes ae 8s 

Jabiliti’s. ..ccccecccccsccocvvcces 676,029. 

Surplus in United States....... $ 533,008.88 CLINTON ze AYRES 
Total Losses Paid in United 70 Main Street 
States from 1874 to 1920, 
imclusive <<... cdeccscocccccccces $27,719,430.47 SARANAC LAKE, N. Y. 


W. B. MEIKLE, Pres. & Gen, Mer. 








BROKERS- 


Representative 


Fire Assoc.- 
Niag.-Great Am.-Home. 








A combination of real S-E-R-V-I-C-E. 
Boston - Royal - Orient - Hartford - Cont.- 
. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric.-G. Falle- 
















F. H. HAWLEY, Pres. 
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ORGANIZED 1848 


AN AGENTS COMPANY 





E. K. SCHULTZ & CO. 


PHILADELPHIA 
GENERAL AGENT 


Pennsylvania, New Jersey, New York, Connecticut, 


Massachusetts and Rhode Island 


W. E. HAINES, Secy. 


Ohio’s Oldest and Strongest Company 


Surplus Over $1,500.000.00 
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Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD INSURANCE AGENCY 
43 Cedar St., 40 Clinton St., 
New York City Newark, N. J. 


Agtituitural Ins. Co. of Watertown Natiouale of Paris Fireman’s Fund 
Atias Assurance Co. - Rhode Island Insurance Co. Home Fire & Marine 























———— 
° Fire, Marine, Windstorm, 
Automobile, Sprinkler Leak- 
, age, Riot and Explosion In- 
of Wetartown.1t.B. surance. 


E. A. MORRELL, 205 erg ees — Ce ag. a = 
‘ D, 514 Eight ve., Brooklyn, Special Agen 

nh PARMetin eyrnsee NY. 29th oe RAN ead 

. PARMELEE, Syracuse, N. Y., Special Agent. } 

eet SHAW, 116 Milk St., Boston, Special Agent. NEW ENGLAND 

F. F. BUELL, Troy, N. Y., Special Agent........NEW YORK STATE 











“The dark night is ending, and dawn has begun; 
Rise, hope of the ages, arise like the sun.” 


—*Heigh ho! Sing heigh ho! 
Unto the green holly.” 


To all good agents, their friends and our friends, we 


commend this spirit of optimism to a place in their holi- 
day sentiments. 


London & Scottish 


Assurance Corporation, Ltd. 
OF LONDON 


United States Branch 














Shallcross Makes 
Staff Announcement 


NEW DUTIES FOR CHAS. E. CASE 


R. P. Barbour, Assistant Manager, 
in Charge of West; H. J. Thomsen, 
Secretary; C. R. Perkins’ 
Work Extended 








Somé Official staff changes of the 
North British & Mercantile and its 
associated coinpanies are announced by 
United States Manager Shallcross: 

To Charles E. Case, assistant man- 
ager having jurisdiction hitherto over 
the Western department, are assigned 
general executive and administrative 
duties; more extensive duties are com- 
mitted to the care of Assistant Manager 
C. R. Perkins; Secretary R. P. Barbour 
is advanced to the position of assistant 
manager in charge of the Western de- 
partment, and H. J, Thomsen, assistant 
general adjuster, becomes secretary. 

Mr. Case belongs to a family which 
has furnished many members to the 
insurance fraternity and his career has 
had a number of very interesting hu- 
man interest features, as he paddled 
his own catioe despite the fact that his 
father Was & United States manager of 
an insurance company, the London As- 
surance, 

Mr. Case graduated from Harvard in 
July, 1898, and had worked during a 
summer vacation with the Commercial 
Union at a salary of $7 a week, his 
duties being to take care of the filing 
of cancelled policies in a very dark 
baseméft. He had long decided to be 
an insurance man, and upon his gradua- 
tion went to his father, the late Charles 
Lyman Case, and asked him for a job 
with the London Assurance, but the 
elder GCasé was a believer in Spartan 
training and the best he had to offer 
was a position in the loss department 
without any salary. Charles E. Case 
went right to work, however, and picked 
up all the information he could, but 
after a time tired of working for glory. 
He then went out on the street, be- 
lieving that his college degree and 
standing would get him a position as 
special agent; but the managers inter- 
viewed merely elevated their eyebrows 
and said that he had had too little ex- 
perience. Not a bit discouraged, he 
finaliy landed with W. L. Perrin as an 
assistant surveyor in the Metropolitan 
department. It was a far cry from 
Cambridge, but Mr. Case was deter- 
mined to win if hard work meant any- 
thing, His prospects brightened when 
M. Lewin Hewes, then of the United of 
Baltimore, offered him a position as 
special agent and for two years he trav- 
eled for that company in New York, 
Eastern Pennsylvania and New Jersey. 
He showed that he was a good field 


man and the New York Underwriters 
Agency put him on in Western New 
York, where he traveled for five years. 

Then he tied up with the North Brit- 
ish & Mercantile in New Jersey and 
when the Commonwealth was taken 
over by that company he carried his 
grip through thirteen states. When 
Secretary Daggett, of the Common- 
wealth, resigned, Mr. Case was made 
secretary. He then became assistant 
general agent under Charles R. Perkins 
in the Middle Department, later being 
made assistant secretary of the North 
British & Mercantile, at the same time 
retaining his title of secretary of the 
Commonwealth. His next step in ad- 
vance was to succeed James F. Joseph 
about ten years ago as manager of the 
Western Department of the three com- 
panies. In 1911 he was made general 
agent of the Western Department and 
in 1918 assistant United States man- 
ager. His all-around insurance experi- 








110 William Street, New York 
Horatio N. Kelsey, Manager 

















ence has made him a valuable under- 
writer and executive. 

R. P. Barbour, one of the most tal- 
ented insurance executives in the coun- 
try and the author of the “Agents’ Key 
to Fire Insurance,” and many technical 
articles which have had a wide cur- 
rency, had his first insurance work in 
the old brokerage office of E. C, Ander- 
son & Company at the time when E. C. 
Anderson and R. C. Rathbone were the 
leading brokers in New York. He went 
from there to the old Greenwich, where 
he profited much under the tutelage of 
Mason A. Stone, at that time a famous 
and unique figure in the local business 
and who, by the way, is still president 
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special hazards. 


HENRY EVANS 
Chairman of the Board 


Home Office 
80 MAIDEN LANE, N. Y. 


WESTERN DEPT. 

J. R. Wilbur, 2d V.-P. 

332 South LaSalle St. 
CHICAGO 





EVERY DAY 
OF YOUR LIFE 


As an Insurance Agent— 


the property and interests of your clients and prospects are 
exposed to loss. Some of the hazards that threaten them are 
illustrated in a leaflet that we are preparing for our agents’ 
use. It is designed to meet the many requests for “Some- 
thing to mail with communications or policies.” 
envelope stuffer with a punch. Write for a copy. We know 
it will help you get the business of those in your community 
who have not yet seen the wisdom of protecting against 


THE CONTINENTAL 
INSURANCE -COMPANY 


“AMERICA ForE™ 


CANADIAN DEPT. 
W. E. Baldwin, Manager 
17 St. John Street 
MONTREAL 


It is an 


NORMAN T. ROBERTSON 
President 


Cash Capital 
TEN MILLION DOLLARS 


PACIFIC COAST DEPT. 
C. E. Allan, Secretary 
Insurance Exchange Bldg. 
SAN FRANCISCO 


























of the Greenwich. He had the usual 
sort of jobs about a Home Office of this 
kind, where the principal business was 
risks in New York and suburban field 
and rose to be an examiner for the Mid- 
dle and Central States. He joined the 
North British & Mercantile in 1901, go- 
ing through all departments and get- 
ting an all-around experience of great 
value. 


His first work outside the office was 
as an inspector in New York and New 
Jersey and then he became a special 
agent in suburban New York, later be- 
ing transferred to the Eastern New 
York field. He was generally regarded 
as one of the most intelligent special 
agents that ever traveled the territory. 
After about five years on the road he 
became assistant general agent of the 
Middle Department. In three years he 
was made general agent and in 1918 
he became secretary. Mr. Barbour 
made his reputation as an underwriter 
and in secretarial work he found him- 
self confronted by a new set of duties, 
including the handling of investments 
and direction of office personnel and 
system. He now returns to the under- 
writing end. 

When Mr. Barbour was working for 
the Greenwich he conceived the idea of 
a social and educational organization 
which finally developed into the big 
Insurance Society of New York which 
now has 1,100 members. The founding 
of such a society was in itself an 
achievement, as its growth and success 
has exceeded all expectations. 


Mr. Thomsen has been with the 
North British for many years, making 
a fine record in many capacities. He 
first attracted the attention of the ex- 
ecutives by his splendid work as an 
examiner for the Pacific Coast Depart- 
ment, including Texas, and in 1913 went 
to Texas as a field man, where’ his 
energy and hard work made a record 
for him. Upon coming back he did 
various special work about the office 
and finally became assistant general 
adjuster in the loss department. This 
promotion he won in July of this year. 


Mr. Perkins, who was appointed as- 
sistant United States manager at the 
same time that Mr. Case was, is one of 
the best underwriters in the country 
and an unusually good man on the pro- 
duction end. He has fine qualities as a 
diplomat and stands high in the insur- 
ance community, 





FIFTY YEARS OLD 
The National of Hartford is fifty 
years old, and the letter-heads of the 
company contain the words “Our 50th 
Anniversary” in gold lettering. 
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Sees Opening For 
U.S, Company in Brazil 


LETTER FROM SALESMAN THERE 








Home and Niagara in Field; One Large 
Company Quits; Deposit of 
$25,000 Necessary 





The Eastern Underwriter has _ re- 
ceived from a_ successful American 
sales representative, living in Brazil, a 
letter, some extracts from which will 
interest American companies which are 
doing or intend to do business in South 
America. These excerpts follow: 

“As you will see from the enclosed 
card, I am once more settled in this 
country, where I formerly resided and 
where I have excellent relations, both 
business and social. I have been much 
impressed by the signs of progress 
since my time, and a recent visit to 
Sao Paulo and Santos convinces: me 
this field offers many opportunities for 
business development. In common with 
the whole world, Brazil is passing 
through an economic crisis, the after- 
math of the war, but there are hopeful 
signs of speedy recovery. Here, pro- 
gress is not retarded by the demands 
of labor, as in the United States, while 
the social cancer of unemployment is 
not a disease felt so acutely. 

“IT want to bespeak your interest in 
a subject that has aroused my atten- 
tion. There is an excellent opening 
for a North American fire insurance 
company here, and to such a company 
I could assure a yearly premium in- 
come almost from the start of from 
$150,000 to $200,000 on selected risks 
confined to the cities of Rio, Sao Paulo 
and Santos and vicinity. The Ameri- 
can Foreign Insurance Association has 
lately entered this field; so it would 
have to be a company outside of the 
pool. At the present time, the Home 
is operating and the Niagara has re- 
cently secured a charter. One large 
American company withdrew after a 
brief experience. I do not know the 
reason, but I might say right here that 
American companies frequently make 
the mistake when entering a foreign 
field of sending representatives who, 
however well versed they may be in 
business methods at home, have not 
the experience of foreign methods of 
conducting ‘business; consequently, 
their first steps are often attended by 
losses which occasion discouragement. 

“There are many foreign fire com- 
panies functioning in Brazil, at least 
ten English, six German, besides 
French, Portuguese and native compan- 
ies, but the field for a first-class Amer- 
ican concern is not completely covered. 
To such a one I could offer excellent 
connections and you would be able to 
assure them that their interests would 
be in safe, conservative hands. 

“The legal requirements are not diffi- 
cult and call for a minimum deposit in 
interest-bearing Treasury notes of 200 
contos, about $25,000, at today’s rate 
of exchange. This deposit represents 
the capital destined to operate in the 
country, and serves as a basis to calcu- 
late the amount of responsibility that 
a company may assume in each risk, 
which is 40% of the amount deposited, 
so that with a capital of $250,000 to 
$300,000 risks of $100,000 to $150,000 
could be assumed, and if provision for 
reassurance is made, much larger sums. 
The federal and municipal taxes for 
Rio and Sao Paulo would amount to 
about $2,000 annually. 

“While I have only mentioned fire, 
there is a field for all classes of insur- 
ance, marine, accident, theft, etc. 

“Can you not take more than a pass- 
ing interest in this? You could satisfy 
parties interested as to the class of 
man I am, and they could commence 
business under the best of auspices and 
at minimum cost. I might mention 











duce capital, with the dollar worth 
about eight milreis, against four mil- 
reis, which was the figure prior to the 
war. While we may not see it at that 
figure in a long time, yet the milreis 
is bound to improve in value when the 
country begins to market its coffee 
crop. 

“I can incorporate in my business 
the Sao Paulo agency of the third 
largest company operating in Brazil, so 


this is an excellent moment to intro- | 


A Sign of Good Protection 
| 





FIRE [Stmance (Geran of (Moumavecer 





that we would begin to get results at 

once. After meeting the legal require- - P Writing: ¥ 

ments the operating expenses need not Fire Rents rr 
exceed $1,000 a month. By that I mean : ° . : 

all overhead expenses such as office Lightning Marine 

rent, clerk hire, advertising, travelling Windstorm Sprinkler Leakage 4! i )j 
expenses, etc., while we ought to figure Ty O do Riot and Ci vil Commo ton 


on a premium income the first year of 


at least $100,000.” Use and Occupancy 


Ws, E. WOLLAEGER, Presivent 
HERMAN AMBOS, Ass’r. Secy. 





T. A. WEED RETIRES 








Explosion a4 


FRANK DAMKOEHLER, Sec'y, 


R. E. BRANDENBL RG. Treas. | 
ROBERT H. MOORE, Ass’T. SEc’y. ’ 








AGAINST HURRIED PAYMENTS 





Forty-five Years of Service and All 
With Liverpool & London 
& Globe 





E. C. Irvin, President of Fire Associa- 
tion, Favors Most Careful and Pains- 
taking Investigation of Losses 





T. A. Weed on January 1 will retire 
as agency superintendent of the Liver- 
pool & London & Globe, and assistant 





secretary of the Star. 

His entire business career of forty- 
five years has been spent in the service 
of the Company. He began as junior 
clerk in 1877, and served through con- 
secutive promotions until 1890 when he 
was made first assistant to the late 
John J. Martin, agency superintendent. 
Upon Mr. Martin’s death in 1910, Mr. 
Weed was made agency superintendent, 


The art of adjusting losses has de- 
teriorated in the opinion of E. C. Irvin, 
president of the Fire Association. Now- 


adays losses aren’t adjusted; they are 
settled. 
In an interesting talk with the 


“United States Review,” he recalls the 
old days when adjusters were careful, 
and underwriters were, too. They 
thought a lot before accepting a risk, 


and then checked up carefully before 
making the adjustment. Then came a 
period of laxity which grew to such an 


which position he has since held. 
He has -been granted a full pension 
allowance. 
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Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$122,116,858.26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


$10,000.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20.840,005.95 


10,01: 3,906. 14 


40,853.9 12.09 


bia SECURITIES OF THE COMPANY ARE BASED UPON 
ACTUAL VALUES ON DECEMBER 31, 1920 


Using security valuations authorized by Insur- | 
ance Commissioners the ASSETS would 

show over $44,000,000 and the SUR- | 

PLUS would show over $13,000,000 


THE COMPANY OWNS 
$10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 














Western Department Pacific Department 
WALTER H. SAGE, Gen’l Mgr. GEORGEH.TYSON Sow tAgent 
W. L. LERCH, Manager 210 Sansome 
76 West Monroe St., Chicago, Ill. San Francisco, Colifornia 
Boston Office Marine Department 


WM. H. McGEE & CO.,Gen’!Ag's 
15 William Street, New York City 


ROGERS & HOWES, Musagers 
4 Liberty Botton, Secs. 











extent as to make the Philadelphia loss 
scandals possible. 


Mr. Irvin favors a clam, . Brovidi ng 
that no payment of a fire l08s Shall be 
made until the expiration a certain 
period—say, forty-five days. In. the in- 


terval there can be a. Gompléte and 
thorough adjustment of the logs. Such 
a law is already in force yimyone state. 


oe rere 
VAN VRANKEN, PRESIDENT 
Heads sear Field 


i | l 


The annual meeting 6f' the’ Albany 
Field Club was held at the Albany Club 
on Friday evening, December 16, 1921, 
at which the following ‘officers were 
elected for the ensuing year? 

R. F. Van Vranken, (Home) presi- 
dent. 

A. Birchenough, 
vice-president. 

R. S. Kelton, (Fidelity-Phenix) treas- 
urer. 

H. J. Wind, (National) secretary. 

It is the intention of the new’ Officers 
to secure as many promineént’speakers 
in the fire insurance business as possi- 
ble to address the club at ‘their various 
meetings during the coming year on 
topics of interest. F 








Home’s Special 
Club; A. Birchenough, 
dent; H. J. Wind, Sé¢ 





(New Hampshire) 





PROTESTS AGAINST INCREASE 

Fire insurance rates,,have South 
Jersey towns peeved according to the 
“Mirror,” of Mt. Holly, NaJw It “can- 
not understand” why, with! better fire 
protection in the shape of: improved 
water supply and motor fire apparatus, 


the insurance rates continue to ascend.: 


Nor can they understand why it is that 
a town should year after,year pay out 
thousands of dollars for. fire insurance 
and get back only hundreds. But what 
if thea town had a $300,000, fire? Then 
the boot would be on the/other lez. 
The article is not favorable, to the 
fire insurance business and@'it concludes 
with the statement: “But when the 
taxpayer pays the fire fmsurance tax 
he feels in many cases that he is pav- 
ing tribute to a highwayman with the 
muzzle of a revolver at his temple pe 





PHILADELPHIA CHANGES 

The following changes in, Philadel- 
phia agencies are announced: The 
Western Alliance has withdrawn from 
the American Insurance'‘Agency, [uc.; 
the Massachusetts Firé '@ ‘Marine has 
transferred from the offiée of M. A. 
O’Neill to H. E. Hull & Co.}" the Omaha 
Liberty from Chas, Tre ‘Co. to 
C. A. Krouse & Co.; the Minneapolis 
Fire & Marine from John, i sine g to 
John J. Stiles. ' 


E. G. SNOW funy e. 

The first of the season's Ghrist mas 
ecards to be sent out com FE. G. 
Snow, the popular president,,of the 
Home. His card reads »f Believing 
that the New Year willybring);you 42 
abundant measure of suecess, I wish 
you health and happiness!tHat you may 


abundantly enjoy it.” /'" Jfnns 
1a gael 
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College President 
Heads Insurance Body 


ECONOMICS SOCIETY’S AIM 





Studies All Forms of Social Insurance, 
And Tells Public of Human 
Time Values 





William Anthony Granville, president 
of Gettysburg College, Gettysburg, Pa., 
has been elected president of the In- 
surance Economics Society of America. 
This society was organized for the 
study of all forms of social insurance 


and to disseminate information best 


calculated to enlighten the public and 
to promote practical economy by the 
conservation of human time values. 
The executive secretary is Harold R. 
Gordon, of 168 Michigan avenue, Chi- 
cago. W. G. Curtis, president of the 
National Casualty, has been chairman 
of the educational committee of the 
society for the past five or six years, 
but recently resigned, since which time 
C. H. Boyer, of the National Life of 
the U. $8, A., has taken his place. 

In discussing the society President 
Granville said to The Eastern Under- 
writer; 

“In, ,general the purpose of this 
society is best stated in the two lines 
whichiyou will find at the top of this 
letter head. It is an organization sup- 
ported’ by some companies (not all) of 
the Health and Accident Underwriters 
Conference, for the purpose of educat- 
ing the public on social insurance. We 
believe, by doing this, the public will 
have;a,,better idea about some of the 
problems which are presented to it, 
concerning the subject of insurance in 
general, 

“Ini recent years attempts have been 
made by certain organizations, reform- 
ers, and others, all of whom are social- 
istic I their attitude towards insur- 
ance,, to institute legislation tending 
towards compulsory health insurance. 
Such, legislation is fundamentally un- 
Ameri¢an and has its birth in various 
of the ‘Huropean countries where com- 
pulsory health insurance is in force. 
The society aided by other organiza- 
tions, has been successful in so en- 
lightening the public that none of these 
attempts to cram compulsory health in- 
surance upon the public has succeeded. 
This, is’ only a brief synopsis of our 
purpose, but I might say in summing 
up, thatewe are strictly an educational 
organization.” 





he SMALLEST PREMIUM 


it! 18 MFive Cents; Copy of Parcel 
| Post Insurance 
Certificate 





[The smallest premium in the fire 
insurance business is five cents. It 
ingures a package going through the 
ils. "The certificate of the Insurance 
Company of North America follows: 

Im @onsideration’ of the premium 
héreinafter named, and other conditions 
stipulatéd in the policy from which this 
certificate has been detached, hereby 
insures the property contained in the 
kage or described in the invoice, 
h which this certificate is mailed, 
instiloss or damage, including theft, 
erage and breakage, as provided in 
Loss, if any, payable to 
assured named in the above mentioned 
apy Prepaid Premium 5c.” 


‘ELECT E. W. LAW COMMANDER 
. At the annual meeting of the Chicago 
Insurance Chapter Post of the Ameri- 
can Legion, held this month, Associate 
Manager Elwin W. Law, of the Western 
fnént of the Royal, was elected 
mander for the ensuing year. 
Mr. Law went to France in the sum- 
,1917 with Colonel (now Briga- 
eral) Charles G. Dawes and 
mained overseas until after the Arm- 
, signed. 
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Line Capacity 


OCAL AGENTS can find ample 
capacity and attentive service for 


handling their Excess Lines in our 
Surplus Line Department. 


MARSH & MCLENNAN 


Insurance Exchange 


CHICAGO 
NEW YORK DENVER SAN FRANCISCO DULUTH MONTREAL 
DETROIT LONDON MINNEAPOLIS SEATTLE WINNIPEG 


INSURANCE IN ALL ITS BRANCHES | 
































NEW YORK STATE DEPARTMENT 


Established 1906 


Superior Fire Insurance Co. of Pittsburgh, Pa. 
Allemannia Fire Insurance Co. of Pittsburgh, Pa. 
Capital Fire Insurance Co. of Concord, N. H. 
Georgia Home Insurance Co. of Columbus, Ga. | 

United American Insurance Co. of Pittsburgh, Pa. __ 


Exceptional Service to Agents 


PERCY B, DUTTON, Manager, ROCHESTER — 




















Mutuals Oppose 
Rural Credit Bill 


U. S. INSURANCE COMPANY 





H. J. Rowe, of Des Moines, Appears 
Before Banking and Currency Sub- 
Committee of House 





Washington, D. C.—The impossibility 
of efficient operation by the insurance 
company proposed in the McFadden 
Rural, Credit bill was laid before the 
subcommittee of the House banking 
and currency committee on December 
9 by H. J. Rowe, secretary of the Iowa 
Association of Mutual Insurance As3o- 
ciations. 

Mr. Rowe declaring that the present 
operation of mutuals was economical 
and successful, deplored efforts being 
made to nationalize the industry as 
proposed in the rural credit bill. The 
number and. variety of mutuals now 
operating in Iowa were discussed by 
the witness. The companies have no 
assets, being operated by assessments 
made either after losses or under an 
estimate of probable losses for a vear. 
A few of the companies, which collect 
what is known as the “board rate” of 
premiums. have declared dividends. 
Few of the companies have failed, 
every effort being made to keep out 
concerns desirous of entering the field 
as a “get rich quick” proposition. About 
75 per cent of the farmers of the State 
are insured in local organizations, he 
said. 


Discussing premiums Mr. Rowe said 
that in 1918, a good average for county 
mutuals, 163 had a cost of $1.84 per 
thousand, while the board rate in Iowa 

‘for fire and lightning only has never 
been less than $4, and the Iowa board 
rate, he declared, is “much less than in 
almost any other State that I know of.” 


Members of the subcommittee | ex- 
plained that the measure provided for 
the operation of an insurance company 
which will have large sums of money 
to lend through branch organizations 
who, in turn, will control communes and 
have a large amount of money to lend, 
and in turn, according to another pro- 
vision of the bill, will have an insur- 





ance bureau. It is proposed that credit 
shall first be provided by an appro- 
priation out of the United States 
Treasury, which will be the main asset 
with which it will begin to operate. 

“My contention is that to do a nation- 
wide insurance business, they never 
would be able to get any money to- 
gether to lend or anything else,” de- 
clared Mr. Rowe. “To my mind it is 
absolutely a physical impossibility. The 
great encumbrance of the machinery 
would be such that they never could 
get any money. Their expenses would 
way outweigh any possibility of getting 
the business. 

“Now, you take our mutual com- 
panies; the saving is not all because 
of the expense saved. It is because 
the people are all interested in it and 
they have made it a rule where they 
see risks that are poor to notify the 
secretary, and they have been taken 
cut. They have a unified interest. A 
man mav never attend the meetings, 
but at the same time he will say, ‘I 
am one of them,’ and he takes an in- 
terest in it, and if any one thinks he 
can go into those localities and write 
business, just let him try it. You could 
not blow them out with dynamite. 

“In 1913, at the time of the Omaha 
evclone, we had a county mutual with 
about $12.000,000 of business, which had 
alwavs carried fire and tornado. They 
had $98,000 losses in one night, with 
a company of $12,000,000, and their as- 
sessment was 18 or 19 mills, about what 
they wou!d ordinarily collect in twenty 
vears or better, and old line agents, I 
know personally, had made the proposi- 
tion that they were going to write all 
that business. Those people paid that 
assessment and they never lost a single 
man but one whose policy they can- 
celled.” 

Members of the subcommittee, to 
whom Mr. Rowe submitted reports 
showing the activities and expenses of 
the various county mutuals, were very 
interested in the variation in expenses 
between the different companies. One 
company showed a cost of $8.97 per 
thovsand, while another showed a cost 
of 62 cents. This, explained Mr. Rowe, 
was due entirely to losses. ‘You un- 
derstand that with some of thosa small 
companies ‘the loss of a big barn and 
hevse might be enough to make what 
would be considered a heavy loss,” he 
said, “and, as I have said, they have 














a - 
National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1921, to New York Insurance Department 
LIABILITIES 
2 ERIS FEE SS nes $2,000,000.00 
Funds reserved to meet al] Liabilities, Re-insurance Reserve, 
SRR pera 
Unsettled Losses and Other Claims 


Capital Stock, all cash 


Total Assets January 1, 1921. 


: Maxwell, Secretary 
F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary F. B. Seymour, Treasurer 
G. F. Cowee, Asst. Secretary 


SURPLUS TO POLICYHOLDERS............$8,604,998.40 


H. A, Smith, President Ss. T. 





Poe eeee OUT O OSES TCS ESTED 


at ya070 
6,104,998.40 


R. M. Anderson, Asst. Sec’y 





guarded that, as a rule, by trying to 
collect a little assessment each year, 
and they are going to do that more 
and more. Many of those companies, 
you will find, in other years when the 
business was heavy, had pretty nearly 
nothing.” The average expense of all 
the companies in 1919 was $1.84 per 
thousand, while the old line companies 
had a cost of $4 per thousand. 


The linking of credits with insurance 
and the distance between the Govern- 
ment insurance bureau and the insured 
will prove the two bad features of the 
McFadden bill, the witness asserted. 
Something of a similar nature has been 
experienced in Iowa, he told the sub- 
committee, where loan companies and 
others would attempt to make it a rule 
that they would not make loans unless 
they would take out old-line policies. 
“In some ways there was some excuse 
for it, but we have practically driven 
out that kind of competition, and if 
there was no provision in the bill 
whereby farmers in obtaining credit 
would have to take out their insurance 
to cover it, there would be no kind of 
that insurance taken out in Iowa, be- 
cause the cost of the great machinery 
would be more than the whole cost of 
losses and all. 

“From what I have been able to 
gather from the bill, it is a wonderfully 
constructed piece of machinery, but it is 
so far away that no farmer who insured 
would ever conceive how he could get 
there. The trustees and the like of 
that would know about it and would get 


‘themselves elected, but the farmer could 


nevér figure out how he could have 
any way of getting there or having any 
representation. The thing is so vast 
and, to my mind, so top-heavy, that 
it is like the telephone service—the 
bigger the thing gets the more expen- 
sive it gets, and I cannot conceive of 
anything eise, and we have had experi- 
ence, as I say, right in our State. where 
even a Statewide company cannot be- 
gin to compete with our county mutuals. 
They cannot do it, because a stranger 
comes in to the neighborhood to adjust 
and if there is anything wrong he can- 
not find it. and the proposition of a 
neighbor adjusting live stock losses is 
the thing that hurts. I would rather 
a neighbor never saw the man because 


“I can get more truth out of him as to 


value than you can out of a neighbor 


unless they are a part of the associa- 
tion. If they are a part of the associa- 
tion they will tell the truth, but you 
cannot get it when you get it Spread 
out into great masses.” 
Representative Dunbar, a member of 
the committee, said: “We have had 
presented to us the rate of insurance 
afforded by the mutuals of Iowa, and 
while it is true that their fatio of 
expense is larger than some of the old 
line companies, yet it is due to the 
fact that there are no premiums col- 
lected that are afterwards returned tu 
the policyholders, and also to the fact 
that in Iowa the average insurance pol- 
icy issued is very much less than the 
average amount of insurance policy in 
the old line companies. Now. to recon: 
cile those differences requires a large, 
analytical investigation, but the fact 
remains that in Iowa you can get cheap 
insurance. Now, then, will the insur- 
ance clause of the McFadden Bill en- 
able the peovle of Iowa to get cheaper 
insurance. That is the question?” 





The Baltimore Committee of the East- 
ern Union has reported in favor of the 
retention of Rule 3, which has been the 
subject of much controversy, and the 
report was adopted by a large majority. 
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{ncoiporated Under the Laws of the 
" Porstate of New York in 1859 


Statement, January 1, 1921 
Cash Capital .......$ 1,000,000.00 
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Liabilities, including 
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Superior Fire 


A. H. TRIMBLE, Prest. 


Capital $600,000.00 





PITTSBURGH, PA. 
Incorporated 1871 
EDWARD HEER, Vice-Pres. & Sec’y 
H. J. A. FINLEY, Asst. Secretary 
Why not make room in your agency for a conservatively managed, 


medium-sized American Company whose indemnity, treatment of agents 
and assured, will bear inspection for half a century? 


Assets $3,067,548.54 


Insurance Co. 


Net Surplus $585,340.40 
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Conferences Start 
On Foreign Risks 


COUNSEL MEET WITH STODDARD 





Department Determined, if Possible, to 
Fix Now Siate’s Policy on Insur- 
ance With Lloyd’s 





The committee of six, of. which 
Superintendent Frank L. Stoddard is 
ex-officio chairman, and which repre 
sents fire companies, marine companies, 
burglary and surety companies, fire 
brokers, marine brokers and agents of 
the state, and was appointed at the sug- 
gestion of the Superintendent to confer 
on the legality and wisdom of permit- 
ting New York brokers to place insur- 
ance With unadmitted companies and 
unincorporated insurers, met Monday 
with others at the New York office of 
the Department. This was the first con- 
ference of the various interests and will 
be followed by others in a sincere and 
frank effort to reach a point of accord 
with regard to unauthorized insurance. 
The goal sought is not merely a mat- 
ter of statutory interpretation but of 
state policy based on fairness to all. 

Although the final committee of six 
had not been definitely chosen on Mon- 
day, it is fully expected that the follow- 
ing will be those upon whose shoulders 
the responsibility will rest for gaining 
headway: Hon. Jesse S. Phillips, for- 
mer superintendent of insurance; Frank 
L. Gardner, president of the New York 
State Association of Local Insurance 
Agents; William B. Joyce, president of 
the National Surety Company; Hendon 
Chubb, of Chubb & Son; J. H. Doyle 
or William H. Hotchkiss and a com- 








The Sign 


HEAD OFFICE 


CHICAGO 


co-operation with its agents. 











Guarantee and Accident 
Company, Limited 


OF LONDON, ENGLAND 


pany executive, and the marine brokers 
by W. H. La Boyteaux or Wendell P. 
Barker. 

Further conferences will be confined 
strictly to members of the committee. 

Others who attended the open session 
in addition to those mentioned included 
the following: 

Henry Depew, vice-president of the Fire, 
Marine & Liability Brokers’ Association; 
Archibald G. Thacher and A. C. Charles. coun- 
sel of the American Institute of Marine Under- 
writers; Louis F. Burke and Douglas F. Cox, 
committee representing the American Institute 
of Marine Underwriters; David Rumsey, repre- 
senting marine brokers; Edward C. Lunt, C. 
C. Nadal and W. P. Learned, of the Fidelity 
& Casualty; D. G. Luckett, of the United 
States Casualty; A. Higgins. representing Wil- 
liam J. Marvin, attorney; Moses Tanenbaum, 
of I. Tanenbaum, Son & Co.; N. W. Cluff, 
secretary of the Burglary Insurance Under- 


writers’ Association; Gilkey, secretary 
of the Surety Association of America; Floyd 
DuBois, of Frank & DuBois; Francis M. Hugo 
(former Secretary of State), vice-president of 
the National Surety Company, and Oscar Hous- 
ton, of Harrington, Bigham & Englar. 

Much can be accomplished by this 
series of conferences in the belief of 
those who attended the hearing in 
Albany last week, and a constructive 
program should emerge that will con- 
clusively determine the attitude of the 
Insurance Department toward the prob- 
lem; a program which will not be in 
the shape of a “big stick” to be waved 
threateningly over either brokers or do- 
mestic and admitted companies but 
which will satisfy all insurance inter- 
ests. It is stated by the Department 
that further legislation may be neces- 
sary to clarify present ambiguities in 
the insurance law and to give the status 
of unquestioned legality to whatever 
decisions may be reached by the com- 
mittee. 

Should the conferences prove suc- 
cessful as is confidently expected the 
Attorney General’s Department will not 
be requested to construe statutes now 
in force with respect to the very defi- 
nite question; is it or is it not legal for 
brokers to insure with Lloyds? If the 
conferences fail hearings in Albany will 
be resumed on January 19. 


of Good Casualty Insurance 


UNITED STATES BRANCH. 
134 South La Salle Street i 


F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 
is a name well earned in more than fifty years of close 


As the hearing in Albany a week ago 
Wednesday progressed it became obvi- 
ously evident, as spokesmen for fire 
companies, marine companies, agents, 
surety companies, marine brokers, cas- 
ualty brokers and other interests were 
heard, that no ground was being gained. 
The old lines of cleavage cropped up. 
Brokers insisted on the justice of plac- 
ing risks wherever good quality insur 
ance was obtainable at the cheapest 
rates, and the companies and agents 
held fast to the principle that all in- 
surers receiving premiums from New 
York brokers should be placed on an 
equal footing with admitted companies 
with regard to the payment of taxes 
and maintenance of reserves, or pro- 
hibited from accepting risks. 

The conference idea was first sug- 
gested bv former Superintendent Wil- 
liam H. Hotchkiss, appearing in behalf 
of the National Board of Fire Under- 


writers. Wendell P. Barker, counsel for 
several leading marine brokerage 
offices, seconded the proposal and 


pledged the co-operation of his clients 
to an open discussion of all the ramifi- 
cations of this age-long tangle. 


Following is the important statement 
made by Superintendent Stoddard when 
he definitely and fearlessly assumed 
both the leadership and the responsi- 
bility for directing thought and action 
on the subject into conciliatory chan- 
nels: 


Su-erintendent Stoddard’s Views 


“My understanding of this proceeding 
is that the former superintendent 
wished to obtain an answer as to cer- 
tain questions of law, and ‘that it is 
for the Attorney-General to answer 
those questions, and that matters of 
department policy are still for the de- 
partment to decide. I am quite sure 
when the matter was submitted to the 
Attorney-General’s office that no one in 
the department had any idea that the 
situation had changed any from what it 
has been for, I believe, at least ten 
years, and that is one of almost hope- 
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less difference of opinion as to what 
the law is and what it should be. 

“Down in New York where, as many 
of you know, I have been second deputy 
in charge of the New York office, broker 
after broker has come in and asked me 
as to whether he could place certain 
lines, and I have told him no, that it 
was against the law, and then some 
other broker who does not come to see 
me has placed the line and nothing has 
happened to him. The result is that 
brokers who have been particular, care- 
ful to see that no possible criticism 
might come as to their violating the 
law, have lost business that other brok- 
ers have cone with impunity. 

“I was very much interested in hear- 
ing what Mr. Hotchkiss said about his 
attempt to get the different conflicting 
interests together. I, personally, don’t 
believe that the answering of these 
questions of law is going to settle the 
matter because no matter how they are 
answered there is going to be a dis- 
agreement in the end. Whoever loses 
in the decision is going to be dissatis- 
fied. 

“My own personal belief is that this 
matter is so big that it has got to be 
reached by all the interests settling 
what must be, and then if we go to 
the legislature with any legislation we 
will not have all the agents in the 
state going to their assemblymen or 
companies having their officers and em- 
pleyes going to senators and trying to 
block anything we put through. 


Solution Can Be Made !nto Law 

“In other words, if the different con- 
flicting interests here can get together 
and work out a real solution of this 
problem that is fair to everybody and 
fair to the state that solution-can be 
made into a law. It is possible that 
if the Attorney-General makes a de- 
cision here that we can pass the law. 
All I can say is that there has been 
very little success in the past to get 
any legislation through affecting this 
situation. I, for one, would like to 
see this thing settled once and forever, 
and I am tired of the present situation 
that I have seen exist during my in- 
cumbency in the New York City office. 

“TI don’t believe there is any situation 
that cannot be settled when sensible 
men get together and talk it over, and 
I personally am willing to assume every 
bit of responsibility as superintendent 
of insurance for settling this thing once 
and for all. It may be I will fail, but 
I don’t think I will. I would like to 
ask the men here who represent the 
various interests if they believe that 
we can get around a table and talk 
over, not, these questions of law, but 
the policy, so that if there is any ques 
tion as to the law that will be inter- 
preted to us by the Attorney-General? 
But further legislation, if necessary, will 
be put in so that this whole matter 
will be settled once and forever, and 
all these big companies, brokerage con- 
cerns and all, will guide themselves 
thereafter in conformance with the law 
or take the penalty. 

“IT would like to ask the gentlemen 
present: can we get together and settle 
this thing? And mind you, as far as I 
am concerned my interest is simply 
that of the policyholders. I haven’t any 
interest with any one side or either 
side except that I want to see a solution 
reached.” 

Those present at Albany included the 
the following: Edward G. Griffin, Deputy 
Attorney-General; American Institute 
of Marine Underwriters, appearing by 
Messrs. Barry, Wainwright, Thacher & 
Symmers: Joseph Thurlow Weed, rep- 
resenting certain insurance brokers: 
John R. Barry. representing Fred S. 
James & Co.; Walter E. Bennett, Sec- 
retary-Treasurer, National Association 
of Insurance Agents. 

Wendell P. Barker, representing 
marine insurance interests; N. W. Cluff, 
secretary of Burglary Insurance Under- 
writers Association; Arthur J. Doerm- 
berg, New York City, eppearing indi- 
vidually; Francis N. Hugo, appearing 
for the National Surety Company; 
State Association of Insurance Agents, 
appearing hy Edward J. Poole and J. L. 
Austin of Albany, N. Y.; Charles N. 





Willoughby, treasurer of the Insurance 
Federation, State of New York; Wil- 
liam H. Hotehkiss, special counsel for 
National Board of Fire Underwriters. 


Griffin Outlines His Position 


The purpose of the hearings and the 
attitude of the insurance groups whose 
representatives are listed above is 
clearly brought out in the following 
extracts from statements made before 
Deputy Attorney-General Griffin at the 
hearing in Albany: 

Mr. Griffin: The Attorney-General’s 
opinion is asked by the Superintenden: 
of Insurance as to whether or not non- 
admitted insurers doing business par- 
ticularly as Lloyds, and as individuals 
can come into this state and do busi- 
ness upon a parity with admitted indi- 
viduals and corporations. 

So far as fire insurance and other 
forms of insurance are concerned I 
think it is pretty well conceded that 
non-admitted corporations may not do 
business in this state, but as to marine 
insurance the argument is advanced 
that not cnly may non-admitted indi- 
viduals do business in this state, but 
non-admitted corporations may do ma- 
rine business in this state. 

Then we are asked a second ques: 
tion, as to whether or not brokers, 
agents, and other persons may carry 
on the business of settling claims aris- 
ing under policies made outside the 
state by non-admitted insurers. 

I will state it again: until the Super- 
intendent of Insurance withdraws the 
inquiry before me I‘am to say whether 
or not the business now being carrie 
on and inquired about is lawful or un- 
lawful. If I say it is unlawful then I 
presume the Superintendent of Insur- 
ance will report to the various district 
attorneys, and prosecutions will be 
started against those who are carrying 
it on, and then it will be for the courts 
to say whether or not I was right in 
my opinion. If I say that the business 
is lawful, and the gentlemen here say 
it is bad policy to have such business 
in the state, bad insurance practice, 
then they can go to the legislature and 
get a more stringent statute which [ 
would have to construe as forbidding 
the practice. 

Mr. Barker: It is whether brokers in 
this state may send applications for 
marine insurance to brokers abroad 
who place the business with Lloyds or 
corporations not admitted in this state, 
and after the risk is bound the New 
York broker is notified of it and issues 
hig cover note, collects the premium 
and remits it to the broker abroad 
who pays the company. In other words 


I don’t want it stressed or to be made : 


to appear that anybody—certainly not 
the people I represent—are contending 
that marine insurance companies, or 
Lloyds, may come into the State of 
New York to do business. We don't 
contend that Lloyds or a non-admiited 
marine company may have an office 
here or agent in this state and transact 
business in this state. 

Mr’ Griffin: Except, in that connec- 

(Continued on page 30) 
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Cleveland Agents 
Want Rates Reduced 


ON AUTO THEFT INSURANCE 





Believe Moral Hazard Can Be Dimin- 
ished By Risk Inspection and Fewer 
Underwriting Restrictions 





Agents in Cleveland, Ohio, who write 
automobile fire and theft risks, in many 
instances fail to endorse the regula- 
tions on underwriting placed in force a 
month ago by the Western Automobile 
Underwriters Conference. It is thought 
in Cleveland, according to information 
there, that agents will experience 
continued difficulty in keeping good ac- 
counts on their books and reducing 
losses while automobile theft rates re- 
main at what are characterized as pro- 
hibitive rates. The lowering of rates 
and the inspection of risks, together 
with lifting of restrictions on under- 
writing, are sought by agents in Cleve- 
land, which is called “undoubtedly one 
of the worst spots in the country.” 

Following is a statement by an 
agent on the automobile situation at the 
present time: 

“Since the first of the year several 
mportant increases in the rates on 
theft insurance have been made. On 
October 1 the companies restricted the 
form of theft coverage, excluding acces- 
sories and allowing a 25% rate reduc- 
tion. This did not prove popular and 
was superseded by the two forms pro- 
mulgated on November 15. Under the 
latter arrangement the agent may de- 
cide which form of coverage his assured 
is entitled to, and it is the belief of the 
companies that with proper underwrit- 
ing this will help to reduce the theft 
losses, 

“Herewith are copies of forms made 
mandatory on November 15: 


Limited Coverage Endorsement 


It is a part of the consideration of this 
policy and the basis upon which the rate of 
premium is fixed, that in the event of loss or 
damage to the insured property by fire and/or 
theft and/or other perils insured against. as 
defined and limited in this policy and riders 
attached (excluding coverage of property dam- 
age and collision) this Company shall not be 
liable for an amount greater than eighty per 
cent (80%) of any actual loss or damage sus- 
tained; and in no event shall this Company be 
liable for more than the amount of insurance 
stated in the policy. 

Theft Limitation Endorsement 

It is a condition of this policy that Clause 
(c) of the Perils Insured Against is hereby 
amended to read as follows: 

Theft, robbery or pilferage, excepting by any 
person or persons in the assured’s household 
or in the assured’s service or employment, 
whether the theft, robbery or pilferage occur 
during the hours of such service or employ- 
ment or not, and excepting also the wrongful 
conversion, embezzlement or secretion by a 
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mortgagor or vendee in possession under mort 
gage, conditional sale or lease agreement and 
excepting in any case, other than in case of 
the theft of the entire automobile described 
herein, the theft, robbery or pilferage of tools 
repair equipment, motormeters, extra tires 
and/or tubes and/or rims and/or wheels and /o; 


extra or ornamental] fittings. 

“Due to the many changes in forms 
and rates promulgated by the Western 
Conference, the public mind has be. 
come very confused and antagonized. 
The Western Actuarial Bureau is to as. 
sume control of automobile rates and 
forms sometime early in the new year, 
and it was felt by the local agents here 
that these later changes could have 
been very well dispensed with in view 
of this fact. Unfortunately  thege 
changes have not bettered conditions 
in the business, and it is our opinion 
that changes of this nature will never 
éliminate the moral hazard. 


Wants Inspection of Cars 


“The Cleveland agents are thorough. 
ly convinced that until some proper 
plan for inspecting cars and the moral 
hazard is worked out by the companies, 
that there will be very little improve. 
ment in the situation here. 

“We are hoping to form in the near 
future a bureau for the clearing of in- 
formation regarding stolen cars and 
particularly undesirable moral hazards, 
The restrictions so far placed upon the 
business by the companies have not 
been in force long enough to obtain an 
experience. 

“Cleveland is undoubtedly one of the 
worst spots in the country. Litile or 
no co-operation can be obtained from 
the authorities. Cars are stolen in large 
numbers. The effect of the recent 
changes has been to drive a consider. 
able volume of the better class busi- 
ness from the books of the companies. 
We feel that the companies will have 
to eventually work vut some system of 
inspection, reduce the theft rates, ap- 
plicable to Cleveland and some other 
large cities, or a great volume of de- 
sirable business will be lost to them. 

“In the early part of this year the 
companies increased the rates twice, 
and the cost of theft insurance now is 
almost prohibitive to a great many de- 
sirable assured. It has, however, had 
little or no effect upon those: who are 
in every sense undesirable moral 
hazards. 

“This is a short description of condi- 
tions as they are in Cleveland today.” 





NEW AUTO CONFERENCE MAP 

For the convenience and service of 
companies, brokers and agents writing 
automobile insurance, Harry V. Mit- 
chell, connected with the National 
Automobile Underwriters Conference, 
has prepared a map of the United 
States showing in colors the territory 
of the various local underwriters cot- 
ferences and also the metropolitan dis- 
tricts and excepted cities within these 
areas. Copies of the map may be pro 
cured from Mr. Mitchell at the New 
York office. Special inserts give the 
counties ineluded in the metropciitan 
districts of Boston, New York, Phila 
delphia, Pittsburgh, Chicago and San 
Francisco. This in itself is important 
because agents have been known to for- 
get which outlying towns and counties 
in the neighborhood of the cities mer 
tioned come within restricted areas and 
have carelessly issued policies not il 
conformity with regulations applying in 
an assured’s home town. ‘The ma): has 
received favorable endorsement from 
many of the conference companies. 


BRITISH OFFICES TO FUSE 
The forthcoming amalgamation o 
four British marine companies is al 
nounced in the columns of “The Re 
view.” It is stated that the Overseas 





Marine has made provisional arrange 
ments for amalgamating the Bankors & 
General, the Anglo-Marine and the Lor 
don & Yorkshire Marine & General. 
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L. J. Brengle Chosen 
To Succeed C., R. Page 


WILL MANAGE SALVAGE ASS’N 





New Appointee Well Qualified to Super- 
vise Work of Underwriting And 
Inspection Branches 





Lawrence J. Brengle, head hull under- 
writer for the American Marine Insur- 
ance Syndicates, has been appointed 
successor to Charles R. Page as acting 
manager of the United States Salvage 
Association, formerly Syndicate “A.” 
The appointment becomes effective Jan- 
uary 1, on which date Mr. Page assumes 
coutrol, a few doors away on Beaver 
street, of the Fireman’s Fund Atlantic 
marine department. Since the an- 
nouncement several weeks ago of Mr. 
Page’s resignation speculation has 
brought several names to the fore as 
possible successors to the office, and 
the selection of Mr. Brengle, made at 
the regular monthly meeting December 
15 of the directors of the Salvage As. 
sociation, meets with wide approval. 

ntering the organization of the Syn- 
dicates at its inception Mr. Brengle has 
had full charge of all underwriting for 
Syndicates “B” and “C” and has: ac- 
quired an intimate and thorough knowl- 
edge not only of the technical details 
of the Syndicate operations but also of 
its purpose, its raison d’etre as a factor 
in the American marine insurance mar- 
kets. In full sympathy with the syndi- 
cate movement Mr. Brengle possesses 
in addition to his acknowledged skill as 
an underwriter, an adjuster and student 
of shipping conditions on two coasts, 
the requisite enthusiasm and aggres- 
siveness which will engender confidence 
in those who were reluctant to have 
Mr. Page leave. 

Mr. Brengle will continue in his un- 
derwriting capacity, devoting sufficient 
time, however, to the supervision of 
the administration of Syndicate “A” 
and its operating agent, the U. S. Sal- 
vage Association, He has had wide 
experience in handling the affairs of 
wrecked and damaged vessels and is 
in the opinion of the directors, “particu- 
larly well fitted to administer the 
affairs of the Salvage Association.” <A 
native of Philadelphia, Mr. Brengle first 
entered the insurance business in 1898 
in the Philadelphia office of Johnson & 
Higgins. While with that concern he 
was stationed at both San Francisco 
and Seattle. Returning to Philadelphia 
in 1905, he was transferred to New 
York, and later served in the adjusting 
department of the Insurance Company 
of North America until his connection 
with the Syndicates became effective. 

John H. Trowbridge, formerly with 
the brokerage office of Marsh & McLen- 
nan, and for the last year chief clerk 
of the Syndicates, will under Mr. Bren- 
gle’s direction supervise the adminis- 
tration of affairs of the Salvage Asso- 
ciation. Mr. Harwood will continue to 
aid Mr. Brengle in the underwriting 
department. 





WENNSTROM APPOINTS C. R. PAGE 

Charles R. Page, who will become on 
January 1 the Atlantic marine manager 
of the Fireman’s Fund, has also re- 
ceived the appointment of head of the 
marine department of the Scandinavian- 
American from United States Manager 
J. M. Wennstrom. This was fully ex- 
Dected, as the two companies are 
housed in the same office and the Fire- 
man’s Fund has close re-insurance ar- 
Tangements with the foreign company. 


BUSINESS SEEMS BRISKER 
Several marine offices this week are 
ananimous in their statements that 





. premium income seems to be a trifle 


better. At any rate more brokers may 
be seen scurrying from one office to 
another with applications. Whether 
this cheerfulness can be maintained is 


Still uncertain but while increased ac- | 


tivity continues nobody is going to 


take the joy out of life by character- . 


izing it as only a temporary spurt. 


and Rarer oem 


LLOYD’S INCOME £30,000,000 





Marine Risks Accounted for £18,000,- 
000; Organization Has Collective 
Security of a Corporate Body 





Lloyd’s premium income for 1929 
amounted to upwards of £30,000,000, 
according to figures quoted by Sidney 
Boulton, Chairman of Lloyd’s. Of this 
stupendous sum £18,000,000 were de- 
rived from marine underwriting ac- 
counts and the balance from non-marine 
risks. ‘“Lloyd’s, in its present organi- 
zation,’ says The Review, “has solved 
the problem of combining individual 
energy, enterprise, and initiative with 
the collective security of a corporate 
body.” 

These extraordinary figures, coupled 
with the statement contained in the 
English contemporary mentioned, dem- 
onstrate beyond the least shadow of 
a doubt that although Lloyd’s is an 
unincorporated body of underwriters its 
operations are far from those of dis- 
associated individuals lacking the pow- 
er and prestige of a strong, seasoned 
company. It appears, therefore, not 
only just but imperative that the insur- 
ance law of New York State place 
Lloyd’s and other non-admitted insurers 
in the same category with respect to 
the application of supervisory meas- 
ures. 

Equally unfair alike to British com- 
panies and American companies is the 
continuance of affairs which permit 
Lloyd’s underwriters to secure immuni- 
ty from the state’s regulations on a 
mere technicality. Certainly in view 
of its tremendous success in competi- 
tion with the world’s most ably directed 
companies, Lloyd’s is not entitled to 
special privileges from New York State 
Whether the State’s regulations govern- 
ing the exportation of insurance risks 
be drawn tighter or shorn of their pres- 
ent restrictions they should apply with 
equal force or leniency to all foreign 
insurers. 





KEY-KARD LOCK CONTEST 

The Key-Kard device for locking 
automobiles continues to baffle the ef- 
forts of experts to release its clutch 
upon the essential motor parts of Ford 
cars. Eighteen Ford motor inspectors 
worked unsuccessfully recently for 
three-quarters of an hour trying to 
break the system by tampering with 
the external face of the lock, and with 
the hood unlocked and the inside wires 
exposed they were unable to move the 
can without detection. The Key-Kard 
Corporation will offer a reward of $1,000 
to any mechanic or automobile expert 
who will be able to start any one of 
the three demonstrating cars, a Hud- 
son, Dodge or Ford, equipped with the 
Key-Kard system, within a time allow- 
ance of one hour. The date of the con- 
test will be announced later. 





REES LEAVES SYNDICATES 

Gomer H. Rees, secretary of the Syn- 
dicates and also of the Continental, re- 
signed the former position last week 
at the monthly meeting of the directors 
of the United States Salvage Associa- 
tion because of his forthcoming with- 
drawal from underwriting connections 
to enter the brokerage field with Al- 
berti, Baird & Carleton. Officers and 
members of the board of managers of 
the Syndicates must be company repre- 
sentatives to qualify for eleetion. Mr. 
Rees’ successor has not been named. 


How Valued Clauses 
Help Inspections 


BAD RISKS ARE SEGREGATED 








Assureds Accepting Limited Auto Covy- 
erage Are Eliminated ‘From the 
Moral Hazard Class 





Trustworthy classifications of insured 
automobile owners for the purpose of 
analyzing moral hazard risks will be 
more possible with the new three- 
fourths value clause in vogue in. the 
Eastern Conference territory. This is 
the view of an automobile underwriter 
of wide prominence who likewise exer- 
cises tremendous influence at confer- 
ence committee meetings. While the 
full coverage theft clause is retained 
at the insistence of companies abiding 
by the principle that insurers owe a 
duty to the public to grant full protec- 
tion against standard risks, many com- 
panies exhort their agents to offer the 
three-fourths value clause as a substi- 
tute for the old form. 

Motor car owners of unquestionable 
character who are as scrupulously care- 
ful to protect their property as though 
it were uninsured have lodged com- 
plaints with the companies against the 
high rates charged them, rates wholly 
out of proportion to the hazard assumed 
by the insurer in accepting these par- 
ticular high class risks. To meet these 
objections and to counteract the grad- 
ual disappearance of many excellent 
risks from company account books, 
some assureds preferring to carry the 
risks themselves, the limited value 
clause with its rate reduction was pro- 
mulgated. Supporters of the optional 
restrictive clause freely prophesy that 
the three-fourths value clause should 
sell easily amongst owners whom the 
companies class as preferred policy- 
holders. 

It is said, and truthfully so, that rate 
increases rarely shake off the dishonest 
automobile owner. So long as full cov- 
erage is available and that amount, 
named in the policy, has a very attrac- 
tive potential cash value to him he dis- 
regards the _ rate. This tendency, 
which is almost axiomatic, lessens the 
inspecting work to be carried on by 
insurers in the future, the underwriter 
referred to above stated. Agents who 
find their prospective assureds agree- 
ing without hesitation to accept the 
limited value clause and the accom- 
panying saving of insurance costs need 
not worry about an excess loss ratio 
attributable by inference to moral haz- 
ards in their districts.. The assureds’ 
chances to gain by direct crookedness 
cr by being purposely careless are 
eradicated by the co-insurance feature. 

Nor is it prima facie evidence of con- 
spiracy to defraud because an automo- 
bile owner persists in having full cov- 
erage at the present level of rates. He 
may have his own ideas about the obli- 
gations of insurance companies and the 
quality of protection which he himself 
wants regardless of cost or the wishes 
of his insurers. However, the agent is 
not only warranted but urged then to 
inspect, so far as his resources and 
ingenuity permit, into the assured’s so- 
cial and financial standing, Whatever 
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highly doubtful risks are carried on a 
company’s books will appear under the 
head of full coverage accounts. With 
this division of offerings the rightly 
suspected risk prematurely displays 
his hand to the extent that at the out- 
set he insists on turning down the lim- 
ited value clause. Agents are warned 
not to be prejudicéd by the reaction of 
a prospect to the offering of the new 
clause in lieu of the full coverage in- 
surance, but the decision affords valua- 
ble information which may or may not 
prove instrumental later in tracing to 
the source and eliminating the unde- 
sirable assured. 


BIG SUBMARINE FLOATED 
Lake Torpedo Boat Craft, Insured for 
Over Two Millions, Is Extricated 
from Mud in the Sound 
Almost as a Christmas gift comes 
news of the floating of the immense 
submarine which recently sank in Long 
Island Sound. The undersea craft, 
cwned by the Lake Torpedo Boat Cor- 
poration of Bridgeport, met with a mis- 
hap while making her ocean test and 
submerged, the stern sticking in the 
mud while her nose projected above 
water. Daily newspaper accounts de- 
scribed heroically successful efforts of 
the crew to save itself, but overlooked 

the financial viewpoint. 

The submarine is insured for approxi- 
mately $2,100,000, of which a million 
and half is distributed in the local mar- 
ket through the syndicates and the bal. 
ance placed abroad. Although the Gov- 
ernment contracted for the construc- 
tion of the boat, the Lake Torpedo 
Boat Corporation places the insurance 
in private companies until acceptance 
is acknowledged by the navy. The 
claim will necessarily run into large 
figures, but the saving as expressed in, 
the difference between the final adjust- 
ment and the total insurance on the 
submarine will be tremendous. W. C. 
Foley, chief surveyor of the United 
States Salvage Corporation, and for- 
merly constructor for the Lake Tor- 
pedo Boat Company, is in charge of the 
salvage operations. 


AUTO CROOKS ARRESTED 
Fifteen automobiles, stolen in New 
York Ci y and carried over into Con- 


necticut, have been recovered by the 
State police working in conjunction 
with investigators of the Automobile 
Underwriters’ Detective Bureau. Four 
men are under arrest, charged with 
theft, and more arrests are expected. 
It is alleged, with emphasis on the 
alleged, that there was collusion be- 
tween some of the owners and the 


thieves. The automobile stealing gane 
has fewer alluring features today than 
a year ago, when police authorities and 
insurance company investigators were 
less organized to combat these nomadic 
bands of auto crooks. 





W. C. NEVILLE DIES 

W. C. Neville, for many years con 
rected with the marine brokerage 
houses of William H. Young & Co. and 
Adams & Porter, 15 William street, died 
December 13 at his home on Clinton 
street, Brooklyn. He was about fifty 
years old and is survived by a son and 
a daughter. During-his association with 
marine and fire brokers and underwrit- 
ers Mr. Neville developed wide popu- 
larity and many friends, who expressed 
sincere regret on hearing news of his 
sudden death. 





SECOND RUSSIAN HEAD HERE 

General Manager Savage of the Sec- 
ond Russian has arrived in New York 
to aid in the settlement of outstanding 
marine claims against the company. It 
will be remembered that the Second 
Russian several months ago discon- 
tinued the writing of direct marine 
risks, 





U. &. LLOYDS IN EXCHANGE 

The United States Lloyds, Inc., has 
signed the New York Fire Insurance 
Exchange agreement and become mem- 
bers. Hoey & Ellison will represent 
the company in the local territory. 
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Bureau Perfecting 
Strong Organization 


DEPARTMENT MANAGERS NAMED 





Phillips Announces Appointment of 
Ryder and Michelbacher; Twenty- 
One Companies Now Members 





The first big steps in the reorganiza- 
tion of the National Bureau of Casualty 
and Surety Underwriters since Jesse 
Phillips assumed the position of gen- 
eral manager are represented in the 
organization of two departments, the 
Compensation and Liability Department 
and the Automobile Department. Last 
week Mr. Phillips announced the ap- 
pointment of G. F. Michelbacher, secre- 
tary-treasurer of the National Bureau, 
as acting manager of the Compensation 
and Liability Department, and the ap- 
pointment of Ambrose Ryder as man- 
ager of the Automobile Department. 


These two departments have been or- 
ganized in conformity with the consti- 
tution of the bureau, part of which 
reads: “The National Bureau may, 
from time to time, establish and main- 
tain departments which shall deal with 
the affairs of members in relation to 
particular kinds of insurance, each such 
department to be supervised by a de- 
partmental manager.” Under the old 
National Workmen’s Compensation Ser- 
vice Bureau the work of the bureau had 
been so arranged as to form the nucleus 
for the two above-mentioned depart- 
ments, and it will be recalled that Mr. 
Ryder then had charge of matters re- 
lating to automobile insurance. 

It is now the aim of the National 
Bureau of Casualty and Surety Under- 
writers to perfect the organization in 
order to give the best possible service 
to its members, and with that purpose 
in view, departments will be organized 
as the need arises. The bureau has the 
facilities to handle all classes of work 
in connection with insurance service, 
and its personnel is familiar with the 
various phases of it. The idea of a 
centralized service bureau should ap- 
peal strongly to the casualty and surety 
companies, for the expense in connec- 
tion with isolated service bureaus is 
necessarily greater than that of the 
centralized bureau to which the ma- 
jority of the companies subscribe and 
thus share in the general overhead, 
thereby reducing the cost per member. 

The New Departments 

As announced by Mr. Phillips, the 
Compensation and Liability Depart- 
ment, under the management of Mr. 
Michelbacher, will have supervision 
over the following lines of insurance: 


(a) Workmen’s Compensation. 

(b) Employers’ Liability. 

(c) Workmen’s Collective. 

(d) Manufacturers’ and Contractors’ 
Public Liability. 

(e)- Owners’, Landlords’ and Tenants’ 
Public Liability. 

(f) Owners’ and Contractors’ Protec- 
tive Liability. 

Elevator Public Liability. 

Teams’ Public Liability. 

Theatre Public Liability, 

Miscellaneous liability lines ex- 

cept air-craft, automobile, and 

those pertaining to malpractice 

liability. . 

The governing committee of this de- 
partment is composed of the following 
companies: Aetna Life Insurance Com- 
pany, Continental Casualty Company, 
Globe Indemnity Company, Maryland 
Casualty Company, Travelers Insurance 
Company. 

The Automobile Department, with 
Mr. Ryder as manager, will have juris- 
diction over the following lines of auto- 
mobile insurance: (a) public liability; 


(b) property damage; (c) collision. 
The governing committee of this de- 
partment is composed of the following 


S. Weber, Jr., to Go With 
Davis, Dorland & Co. 


WILL MANAGE COMPENSATION 





Made Splendid Reputation as Super- 
visor of Engineering and Safety 
Department of Globe 





Samuel Weber, Jr., will become the 
manager of the compensation and en- 
gineering department of Davis Dorland 
& Company on January 1. Mr. Weber 
has resigned as supervisor of the en- 
gineering and safety department of the 
Globe Indemnity’s Metropolitan Depart- 
ment in order to accept his new posi- 
tion with Davis Dorland & Company. 

Training that has been both theoreti- 
cal and practical makes Mr. Weber well 
fitted for the duties which he will as- 
sume in his new connection. Previous 
to his graduation from Pratt Institute 
with the degree of Mechanical Engineer, 
he served as machinist’s apprentice 
with the New York Central Kailroad. 
After graduating from Pratt Institute 
he joined the home office force of the 
Globe Indemnity as an inspector and 
in a short time he became chief clerk 
in the inspection department. 

Later, he went to Philadelphia as 
supervising engineer. From there he 
came to the New York office of the 
Globe Indemnity in 1916 as free lance. 
His promotion to the superintendency 
ot the steam boiler department soon 
followed. During the World War he 
served as Engmeering Officer for the 
American submarine N2, and receivea 
his nautical training in the United 
States Naval Academy. Returning from 
service, he became general underwriter 
for New Jersey, Pennsylvania, Minne- 
sota and Delaware, with headquarters 
in the home office of the Globe Indem- 
nity. Then came his promotion to his 
present position, that of supervisor of 
the engineering and safety department 
of the Globe Indemnity’s Metropolitan 
Department. Mr. Weber lives in Os- 
sining and was recently elected town 
auditor on the Republican ticket. 








companies: Aetna Life Insurance Com- 
pany, Ocean Accident & Guaranty Cor- 
poration, Travelers Insurance Company, 
United States Casualty Company and 
United States Fidelity & Guaranty 
Company. 
Bureau Members 

There are now twenty-one stock com- 
pany members of the National Bureau 
of Casualty and Surety Underwriters, 
and it is safe to assume that after the 
first of the year this number will be 
considerably augmented. Jesse S. Phil- 
lips, the general manager of the bu- 
reau, is a nationally known figure in 
the insurance world and is a man who 
has earned the respect and admiration 
of insurance executives all over the 
country. With such a man at the head 
of an efficient service bureau, its value 
is sure to be appreciated by the pro- 
gressive companies. 
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Confederate of Arnstein 
Gives Robbery Details 


“CERTAIN LAWYERS INVOLVED” 





Clue to Location of $4,000,000 Stolen 
in Wall Street Said to Be 
Obtained 





The $5,000,000 theft of Wall Street 
bonds two years ago may be cleared 
up as a result of a new development in 
the case. According to a statement by 
Saul S. Myers, the attorney who is in 
charge of the case for several bonding 
houses, new names are to be involved, 
“particularly certain lawyers,” and a 
clue has been obtained to the location 
of the $4,000,000 worth of bonds still 
missing. 

W. W. Easterday has made, accord- 
ing to Mr. Myers, a statement in full 
of the details of the robbery and his 
statement has been verified. Easterday 
was convicted last May in Washington, 
together with “Nicky” Arnstein, Nick 
Cohn, David W. Sullivan and Norman 
S. Bowles, for bringing stolen securities 
into the District of Columbia. 

Another new development in the case 
was the arraignment of D. W. Sullivan 
in General Sessions last week on a 
superseding indictment charging grand 
‘larceny, Sullivan is a member of the 
Washington brokerage firm of Sullivan 
& Co., and the indictment charged him 
with the theft of $10,000 worth of the 
bonds. On failing to produce the $50,- 
000 bail required by Judge Koenig, Sul- 
livan was committed to the Tombs. 

Statement by Myers 

“After the conviction in: Washington 
last May of Nicky Arnstein, Nick Cohn, 
David W. Sullivan, Norman S. Bowles 
and W. W. Easterday for bringing 
stolen securities into the District of 
Columbia, they each gave bail pending 
appeal. About three months ago Eas- 
terday’s bondsmen surrendered him. 
About ten days ago Easterday was 
brought here. from Washington to tes- 
.tify as a witness in the Arnstein bank- 
ruptcy proceeding. 

“Easterday testified to the circum- 
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—— 
stances surrounding the stealing of the 
securities by the messenger boys ai the 
instance of Arnstein and Cohn. He 
then showed how these securities were 
negotiated by Arnstein and Cohn with 
Sullivan, Bowles and Easterday, and 
how the securities were taken to Wash- 
ington, Philadelphia, Boston and Balti. 
more and disposed of. 

“Easterday has involved various per- 
sons whose names have not heretofore 
been mentioned in connection with 
these Wall Street bond thefts, particu- 
larly certain lawyers whom Mr. Easter-. 
day says advised the whole scheme and 
were co-operating and were paid for so 
doing out of the proceeds of the stolen 
securities. 

“Easterday has been corroborated by 
certain other witnesses, and it now 
looks as if some of the stolen securities 
or the proceeds of the sale of the same 
will be located. 

“In my opinion the arrest of Sullivan 
yesterday was a trick and an effort to 
prevent Sullivan from being taken back 
to the Washington jail,” 

It is reported that Easterday declared 
in his statement to Mr. Myers that a 
large percentage of the stolen bonds 
are in safety deposit boxes or in the 
safekeeping of various. banks. It is also 
said that the indictment of Sullivan 
came as a result of the story which Eas- 
terday told Mr. Myers. Important de- 
velopments may be expected soon. 





ENTERTAINS W. G. CURTIS 

W. G. Curtis, president of the Na- 
tional Casualty, was guest at a luncheon 
at Stewart’s, given to thirty-eight New 
York agents by Manager James Garrett 
of the eastern department, after the 
close of the insurance sessions at the 
Hotel Astor. Mr. Curtis spoke encour: 
agingly about conditions in New York, 
pointing out that the wave of depres- 
sion which began in the East and 
worked its way westward has passed 
its high point, leaving New England 
more nearly normal than any other part 
of the country. “This influence has al- 
ready touched New York and most of 
the unemployed have found places of 
some kind, forming the foundation for 
the prosperity which is coming,” the 
speaker said. 





AETNA LIFE CHANGES 

Charles Hunter, automobile un:er- 
writer at the Philadelphia Branch Of- 
fice, has been transferred to the Mil- 
waukee Branch Office, 

James B. Waters, formerly claim ad- 
juster at Jacksonville, Fla., has jo'ned 
the agency force of W. M. McCrory, 
general agents at Jacksonville, an’ is 
now receiving instruction along uv der- 
writing lines at the Home Office. 

Robert E. Price has been transferred 
from the Home Office to the Spring eld 
Branch Office, where he is serving “5s 4 
special agent. 

J. R. Dyke, formerly with the Sche 
nectady Insurance Agency, our 1 cal 
representatives in that city, has been 
employed as a special agent and a& 
signed to the Albany Branch Office. 
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Eyler Entertains Insurance Group 























MR, EYLER SURROUNDED BY GUESTS 


Peter B. Eyler, of Eyler & Henry, 
Aetna Life, Pittsburgh, and chief ad- 
juster of the accident department of 
the Aetna, has not only won distinction 
as an insurance man and insurance 
problem adjudicator, but he has estab- 
lished a fine reputation as an enter- 
tainer, and the accompanying cut shows 
a group at one of many parties of which 
he has been the host this past summer 
at his country home in Woodmont, 
Conn. Those in the picture are: Lower 
row, sitting, from left to right, A. B. 
Palmerton, secretary; C. K. Mount, P. 
B. Eyler, D. N. Gage, vice-president; W. 
L. Mooney, agency secretary. Upper 
row. standing, from left fo right, are 
J. M. Parker, secretary; R. C. Knox, 
general agent; E. C. Bowen, secretary; 
Harry Tyler Smith, counsel; C. B. Mor- 
com, secretary; W. G. Wilson, Cleve- 
land; J. V. Adams, assistant secretary; 
E, C. Higgins, secretary; A. R. Sexton, 
secretary, and D. G. Stone, secretary. 

Eyler & Henry are managers for the 
Aetna Life in Western Pennsylvania 
and West Virginia and are easily rank- 
ed as one of the most progressive in- 
surance concerns in the United States. 
The Henry in the title is James W. 
Henry, who devotes part of his time to 
most commendable and valuable work 
for the generai advancement of the in- 
surance business. He has been presi- 
dent of both the Insurance Federation 
of America and of the State of Penn- 
sylvania. His judgment is excellent, 
his vision broad. It is, therefore, easy 
to see that when “Pete” Eyler and 
“Jim” Henry team up there are fine 
results, 


Mr. Eyler has been associated with 
the Aetna Life since 1895, and was in 
the insurance business twelve or four- 
teen years prior to that time. Since 
1895, when there was less than $15,000 
of premiums on the books of the Eyler 
& Henry Agency, the business has 
grown to approximately $2,000,000 at 
the present time. 

Charles H. Remington, vice-president 
of the Aetna Life, said to The Eastern 
Underwriter this week: “The Eyler & 
Henry Agency in Pittsburgh is not only 
one of the most progressive in the 
country but is one of the best conducted 
general agencies.” 

One of Mr. Eyler’s closest friends is 
John S. Turn, Aetna Life manager in 
New York, who said to The Eastern 
Underwriter this week: 

“Mr. Byler in his early days was a 
coal miner in Western Pennsylvania. 
He determined that there were better 
things that he could do, that he was 
capable of doing larger and better 
things, and he entered the insurance 
business in Pittsburg. He organized 


and started the Aetna Life & Affiliated 


Companies’ general agency in Pittsburg. 
That agency is now running under the 
name of Eyler & Henry. Mr. Eyler is 
interested as a partner in that agency. 
“Barly in Mr. Eyler’s insurance career 
he showed wonderful ability in connec- 
tion with the adjustment of accident 
and health claims. The Aetna Life 
recognized that ability and finally con- 
cluded arrangements with Mr. Eyler 
whereby he became Chief Adjuster of 
such claims at the Home Office of the 
Company and continues in that office 
today, at the same time continues his 
partnership interest in the Eyler & 
Henry General Agency in Pittsburg. 


“He has a host of friends from coast 
to coast, not only amongst the repre- 
sentatives o* the Aetna Life and other 
companies, but amongst policyholders 
of the Aetna Life and other companies. 
He has established a reputation for 
himself for fair and square dealing 
with policyholders that has been a big 
asset to the company he represents. 
He is the kind of fellow that likes his 
friends to call him ‘Pete’ and resents 
being called ‘Mr. Eyler.’ ‘Pete’ is one 
of the human kind, has a heart full of 
sympathy, and lets the milk of human 
kindness flow constantly while doing 
his difficult work of accident and health 
adjustment. He has been unusually suc- 
cessful and has acquired his share of 
world’s goods, maintains his permanent 
home in the City of New York, and a 
summer home at Woodmont, Conn. 
‘Pete’ is a wonderful entertainer, as 
many of his friends can testify who 
have been entertained either at his city 
home or his country home at Wood- 
mont.” 





PRAISE FROM “THE STANDARD” 


The Eastern Underwriter has done a 
useful piece of work in presenting in 
a twenty page special issue the views 
of bankers, lawyers and business men 
and women on the “Economic and So- 
cial Aspects of Life Insurance.” 

A raré collection of talking points 
for agents——The Standard. 





POPE WITH ROYAL INDEMNITY 


George U. Pope has joined the Royal 
Indemnity Company as one of the fidel- 
ity underwriters in the bonding depart- 
ment. Mr. Pope has been connected 
with the insurance business for a num- 
ber of years, having entered the fidelity 
department of the United States Fidel- 
ity & Guaranty Company in 1901. Since 
then he has held various. positions in 
the insurance world and is well-known 
throughout the country, as he held posi- 
tions in San Francisco, Parkersburg, 
Galveston, saree Philadelphia and 
New York. 


Complete Sales Talk 
Essential to Success 
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Prominent Agent Believes in Efficacy 
of Prepared Talk in Soliciting 
Accident Insurance 





In order to be successful a salesman 
of accident insurance should have a 
complete sales talk, according to 
Thomas A. Keith, general agent for 
the Missouri State Life Insurance Cou 
pany in Portland, Oregon. His experi- 
ence has taught him that the agent wio 
is equipped with a complete sales talk 
is the one who is getting the business. 
He tried one sales talk after another 
until he worked out one that brought 
results. Mr. Keith, in outlining his 
talk in an article for the Missouri 
State Life Bulletin, emphasized the 
point that a sales talk is changed to 
fit the circumstances in each case. He 
has found, in his years of experience, 
that in many instances applications are 
secured solely upon the presentation 
of the policy features; in others ihe 
prospects need to be told how the policy 
benefits apply in their particular cases. 

Mr. Keith states that it is of the 
utmost importance that the agent make 
the policy benefits stand out clearly, 
otherwise he will fail to get them over. 
If each “feature of the policy is out- 
lined clearly the sale is practically 
made. The agent who intends to make 
a complete sales talk should study the 
policy benefits and then strive after 
a smooth, clear presentation so that 
the prospect can follow without asking 
questions. 

How He Does It 


To start with, I always put down the amount 
of premium because it sets the prospect’s mind 
at ease as to the matter of cost. Furthermore, 
in emphasizing the protection afforded by the 
policy, I am able to enhance its value and at 
the same time, tear down premium cost. 

If you were totally disabled by an accident— 
not necessarily flat on your back or confined 
to your house, but prevented from performing 
any of your regular duties—the company would 
pay you $50 a week. (At this point I em- 
phasize the fact that the payment per week is 
equal to the annual premium). If disability 
was sustained by a “special” accident, the 
weekly indemnity would be $100. These in- 
demnities would be paid so long as total dis- 
ability existed, whether for a day, week, month, 
year or any number of years—terminating only 
with death or recovery. Every four weeks you 
would receive $200 or $400, amounting to $2,600 
or $5,200 a yea 

Should you 4 disabled by accident and un- 
able to work and, as a result. should sustain 
loss of life, limb or sight within two hundred 
weeks from date of accident, the company 
would pay principal sum in addition to the 
weekly indemnity already paid you from the 
time of accident. 

(In illustrating the policy I always put the 
figures down on a sheet of paper as I proceed 
with the explanation), 

Suppose you should be partially disabled— 
that is. unable to perform one or more impor- 
tant daily duties. In this event you would 
receive $25 a week for “ordinary” and $50 ver 
week “special” accidents—indemnity payable 
every four weeks for a period not to exceed 
twenty weeks. 

In event of fracture of bones, dislocation of 
joints or amputation of toes, fingers or limbs, 
there are surgical fees pavable in amounts 
ranging from $10 to $200. Bear in mind that 


hospital and surgical fees are paid in addition 
to weekly indemnity or principal sum, or both. 

Should you have an accident which does not 
disable you but which requires medical atten 
tion, your doctor’s bills up to $50 will be paid 
by the company. 

In event of certain fractures and disloca 
tions, you may elect to receive a lump sum of 
settlement in lieu of weekly indemnity if you 
so desire. These elective indemnities range in 
amounts from $100 to $650 for “ordinary” acci 
dents and from $200 to $1,300 for “special” acci 
dents. However, choice of settlement must be 
made within twenty days from date of acci 
dent. 

Closing Arguments 

(In using these closing arguments I 
have the features of the policy ex- 
pressed in figures before us on the 
paper and I point to them when neces- 
sary to hold attention.) You are work- 
ing for one principal reason—‘“IN- 
COME.” Your physical well-being gives 
you earning power. Earaing power 
gives you income. You want income 
to meet obligations; to provide food, 
clothing. shelter, life insurance, fire in- 


surance, miscellanevus expenses, sav- 
ings and pleasure. 

Suppose today you bought a building and 
retired, depending wholly upon that building 
for your income. Would you not insure the 
building against fire? And yet there were 165 
accidents in this country last year for each fire 

Of all the men who died in this country last 
year. ten out of every one hundred died as a 
result of accident. Should you die as a result 


of accident, $15 000 or $30,000 would supplement 
your present life insurance—for a $50 premium 

You use your eyes, —e and feet in your 
work every day. They have a money value 
Should you lose them your earning power would 
be impaired. The $15,000 or $30000 or amount 
for one limb or one eye would be just as 
acceptable to you alive and in that “ondition, 
as your life insurance would be to your benefi 
ciary in event of your death. 

Fifty dollars a week would be $2,600 in a 
year, or 5.2% interest on $50,000. Suppose you 
consider what you earn as interest on a given 
sum. That sum would represent many thous 
ands of dollars the value of your earning 
power. But you cannot capitalize it. You can 
only draw dividends on as many thousands of 
doliars as your physical well-being represents 


Suppose you were disabled—not able to work, 
and I came to you and handed you $50,000 in 
municipal bonds and explained that the bonds 
were yours to draw interest from—$200 every 
four weeks, so long as you were unable to 
work: Or, if certain “special” accidents, 
$100.000 in bonds to pay you $400 each four 
weeks. That is exactly what this insurance 


means, an income so long as you need it. 

This insurance may not interest you. You 
may not want it. If you don’t take it and an 
accident does not happen during the next year, 
you could spend your $50 for something else 
Suppose you do take it and should be disabled 
and unable to work for seven days out of three 
hundred = sixty-five—you would receive an 
amount equal to your annual premium. Should 
you carry this protection four years, and in 
that time be disabled, a total of twenty-eight 
days, you would receive an amount equal to 
that paid the company. 

“Of the number of policies sold, in 
fully fifty per cent of the cases, the 
applications are signed after the policy 
features have been explained. In fifty 
per cent of the remaining cases the 
prospect is willing to get down to busi- 
ness after the illustration of the build- 
ing. The remainder require certain ex- 
planations before applications are 
taken. However, the final closing de- 
pends upon the agent’s effectiveness, 
but most agents are able to recognize 
the best point at which to produce the 
application and close up the case. With 
me, the best time is whenever the in- 
sured is su*iciently interested and im- 
pressed with the proposition.” 
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Conferences on Lloyd’s Status 


(Continued from page 26) 


tion, with settlement of claims on poli- 
cies written outside of the state. 

Mr. Barker: We contend that they 
may settle and adjust assuming that 
the policy and everything else is ail 
right. 

National Board Wants More 
Restrictions 

Mr. Hotchkiss: I called up Mr. Shall- 
cross whom I know to be the chairman 
of the law committee of the National 
Board and asked him what the attitude 
of the National Board was as to the 
questions that were being discussed in 
these hearings and what he desired 
me to say or do. His reply was short— 
the reply is more appropriate before a 
legislative hearing than before this 
hearing—that the National Bgard de- 
sired the matter to stay just where it 
is; or, if there was to be any change 
in the policy of the state as it had 
been enforced by the insurance de- 
partment in the past six, eight or ten 
years that the National Board desired 
more restrictions on what—when I was 
in office—I called the exportation of 
American risks. That is the attitude 
of the National Board as expressed by 
the chairman of the law committee. 

Mr. Griffin: So I assume your attt- 
tude is that this sort of business should 
be prevented as a matter of policy. 

Mr. Hotchkiss: Perhaps I can answer 
that by referring to the memories of 
my term here. This is not a new quea- 
tion. It arose in my term to trouble 
me and all of the splendid fellows who 
were associated with me. We heard 
some of the gentlemen who are in this 
room, and a great many more. We 
found what seemed to be an irreconcil- 
able difference between respective in- 
terests. In a somewhat sophomoric 
idea of the power of the Superintendent. 
of Insurance I thought that I could 
get my own ideas put into legislation, 
but I failed. I finally decided to wash 
my hands of the whole thing. I gather 
that every one of my successors has 
been doing the same thing since. But 
this is a question which will not down. 
And the thing I would like to bring to 
your attention, as I have to others since 
I was told this assignment for today, is 
this: 

Says Decision Would Mean Litigation 
or Legislation 

Assuming you decide this controversy 
in one way or the other way what 
will have been accomplished? If you 
decide along the lines of the contention 
of the marine brokers unquestionably 
there will be an effort for legislation 
immediately. If you decide substan- 
tially along the line of the American 
marine underwriters, and I think the 
fire companies and their agents in the 
state, prosecutions will result; the ques- 
tion will get into the courts. So that 
either in the courts or in the legislature 
the questions now before you have got 
to be settled. I have no doubt the 
Superintendent and his associates will 
be glad to have the Attorney-General's 
view. But when you have given that 
view and when they attempt to follow 
out that view these great and far-reach- 
ing questions will be settled in one 
or the other of the ways I have men- 
tioned. Therefore, as I have thought of 
the matter I have been wondering 
whether it might not be better to move 
along’ a little different line. 

Mr. Griffin: Let me interrupt to 
state, as I understand it, I am asked 
this question directly, yes or no; is 
the business described lawful or unlaw- 
ful? I am to say it is lawful or I am 
to say it is unlawful. If it is unlawful 
I presume it will be for the Sunerin- 
tendent of Insurance to suppress it. If 
it is lawful and contrary to good in- 
surance practice I presume it woul’ 
be for those interested to move in the 
legislature for a more restrictive stat- 
ute. On the other hand if I say it is 
unlawful b-+ ig nevertheless good in- 
surance practice to permit it I presume 
it will be for those interested to move 


in the legislature for a broader and 
more liberal statute. 

That I think is the issue presented to 
me, and the one I must meet. 


Fire Agents Opposed to Extending 
Rights 

Mr. Austin: The State Association 
of Insurance Agents have taken the po- 
sition that they feel there should not 
be, rather at least there should be 
greater restrictions in connection with 
the placing of business than what there 
is at the present time. They seem to 
feel that as far as the marine feature 
is concerned that it would be advisable 
to make some change in regard to the 


, question of the law that would come 


under some category as section 137 
where if an assured found it impos- 
sible to obtain insurance he could do 
it by a matter of affidavit, and that to 
relieve the situation entirely would 
cause no embarrassment to the public 
or to the companies in general. 

Speaking in connection with the fire 
business, we have in this city today 
a number of people that come into 
this state soliciting insurance and plac- 
ing risks for inter-insurers and recipro- 
cals, principally from Kansas, and we 
feel if the doors are open that it is 
going to give the marine placer or 
broker privileges, and that it is going 
to encourage a great manv of these 
inter-insurers and reciprocals to sell 
their contracts to the public, and they 
don’t know what they are buying in 
regard to the question of financial 
standing. The State Association of In- 
surance Agents feel they would be op- 
posed to in any way giving away any 
rights, or to such a construction where- 
by a man could place insurance in a 
non-admitted company. That is their 
position at the present time. 

National Surety Opposed to Lloyds 

Mr. Hugo: Mr. Chairman, I was 
asked by Mr. Joyce, the president of 
the National Surety Company, to come 
here today. He had read the articles 
in the newsvapers in regard to those 
hearings, and he wanted me to state his 
position in the matter on behalf of the 
National Surety Company. He told me 
that there were tens of thousands of 
Lloyds policies used by agents and 
brokers covering burglary. theft, and 
hold-up insurance; that banks and trust 
companies use these policies: and that 
this class of insurance is solicited by 
brokers with impunity; that Lloyds 
give lower rates because they pay no 
salaries to emploves in the United 
States like insurance companies here 
who pay millions in salaries annually: 
that the salary list of the National 
Surety Company annuallv is a million 
and a quarter; that Lloyds pay no taxes 
on premiums to states and no taxes to 
the federal. government: that they are 
unable to get additional insurance be- 
cause they pav lower commissions to 
their brokers than companies permitted 
to do business in this state. 

For these reasons he is onnosed to 
the conduct of business by Lloyds in 
New York State. 

Federation Against Present Practices 

Mr. Willoughby: As secretary of the 
Tnsurance Federation of the State of 
New York I represent some 2,600 in- 
surance men, company officials. general 
agents, local agents. and brokers, of 
all classes of insurance. health, life, 
accident, fire, and marine, and they 


‘has prevailed. 
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are men in good standing and repute. 

Members of our organization feel this 
practice is sort of outlawry of pro- 
nounced type and is a great injustice 
to the home insurance companies who, 
as Mr. Hugo has said so well and ex- 
haustively stated, contribute so much 
to the welfare and upbuilding and sup- 
port of this country. We feel that it 
is absolutely unjust to the American 
home companies who are doing business 
in this country and who are taxed to 
the limit almost as no other business 
is taxed to have some men operate as 
they now are operating in apparent 
open violation of the statute. Members 
of the Federation can see no reason 
why the statute should not be inter- 
preted literally and its rulings enforced 
to the utmost. I didn’t want to make 
any exhaustive remarks, but we did 
want to go on record as being opposed 
to the practice now followed to con- 
siderable extent in certain lines of in- 
surance. We see no reason for picking 
out any particular line and giving them 
special privileges. As. Mr. Austin said, 
it is bound sooner or later to open the 
door to general lines and bring about a 
condition over which the department 
apparently would have no control. 

Mr. Doermberg: There happens to 
be a certain class of insurance which 
Lloyds are writing which nobody else 
will write. And those brokers who are 
not interested in the marine only seek 
the opportunity to properly protect our 
clients’ interests. In other words, if 
there is a class of insurance procurable 
jn Lloyds which is not procurable in 
American companies then, and then 
only, do we care to sell Lloyds insur- 
ance. 

Continue Prevailing Policy says Barker 

Mr. Barker: The contention I am 
urging is precisely- what it has been 
for twenty years or more. I am argu- 
ing for continuance of the policy that 
I realize there is am- 
biguity in the statute. Suppose you 
give an opinion and say your interpreta- 
tion is correct and marine insurance 
may be transacted in the community? 
I mean the literal- interpretation of the 
statutes may not solve this question at 
all. As I say, I am not criticizing, 
necessarily, what has been done. Your 
position is perfectly clear. If I were 
in your position I would go at it pre- 
cisely as vou have gone at it. 

Mr. Griffin: As I understand it now 
the Sunverintendent of Insurance has 
not withdrawn his request for an opin- 
ion yet. but for the present he will not 
press it. If public notice is given the 
adiourned meeting before me will be 
held on January 19, but if no public 


* notice of the adjourned hearing is given 


no hearing will be held before me on 
January 19. Whether or not we will 
give notice of that will depend on how 
events shane themselves before the 
sunerintendent of insurance in the next 
few weeks. 
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Automobile—Liability. Prop- 











The Fidelity and Casualty Company of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Offices—90 and 92 William St. 
ANNUAL STATEMENT DECEMBER 31, 1920 
canebagradservedinaponbases $24,470,003.77 
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ABBAS. ascccecncicscedercsoresiodccioces 
RANI dacs cicicnccb Rites paencebetnee 
CAMA ci ccvcrecdidivccccictoveqcuccnees 
Surplus over all liabilities........... 
Losses paid to December 31, 1920..... 
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CASUALTY INSURANCE AND SURETY BONDS 


Accident, Health, 
Burglary, Robbery, 
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19,132,734.64 
000,000.00 


3,337,269.13 
78,551,312.58 


Workmen’s Compensation, 
Automobile Liability, 











Miscellaneous Plate Glass, and All Other 
onds Boiler, Engine, and Fly-Wheel Liability Lines 
Insurance 





PROPOSES TO DOUBLE RISKS 





Commercial Travelers Mutual Accicent 
Association to Offer Insurance t: 
Non-Travelers Also 





Membership in the Commercial Tray. 
elers’ Mutual Accident Association of 
America will be extended to non-travel- 
ing men and policies will be doubled 
if these proposals are adopted at the 
annual meeting to be held January 9 
in the association offices at Utica, N. Y. 
And the impression is that these pro- 
posals will be unanimously adopted 

The amended section will read: 
“Any white man of good moral char. 


acter and good health, not over fifty- 
five or under eighteen years of age, 
who is now employed ag a commercial 
traveler in selling or buying goods, 
wares or merchandise at wholesale, or 
who travels to solicit business or for 
the purpose of trade, or who is rated 
by the board of directors as a pre- 
ferred insurance risk, and who resides 
in the United States of America or the 
Dominion of Canada, is eligible to mem- 
bership.” 





GIANTS INSURE STAR FOR $75,000 


Jimmy O’Connell, first baseman and 
outfielder of the San Francisco club of 
the Pacific Coast Baseball League, who 
has been bought by the Giants for $75, 
000, the highest price ever paid for a 
minor leaguer, has been insured for 
$75,000 of life and accident insurance 
by the New York Giants. He is not to 
report to the Giants until 1923, so the 
San Francisco club is considering insur- 
ing him for an additional $100,000 to 
protect it from anything that might be- 
fall O’Connell before he comes East. 





CALIFORNIA FUND DIVIDEND 


The California State Compensation 
Insurance Fund will pay its policyhold- 
ers of 1918 a dividend on January 3, 
1922. C, W. Fellows, manager of the 
fund, announces that $554,619 will be 
divided among the policyholders of 
1918, as this sum represents the differ- 
ence between actual losses for 1918 and 
the amount that the law has required 
the fund to keep in reserve for that 
year. Policyholders of 1918 have al- 
ready received a dividend of $445.739, 
making a total dividend of $1,000,358, 
which is about 33% of the premiums. 





WHEN THE WHISTLE BLOWS 

A billion dollars of time is lost each 
year through accident and sickness, but 
the claims paid are only a small part 
of that amount, says the Ohio State 
Life in a statement to its agents ‘ela 
tive to accident and health insurance. 

Eyery morning when the whistles 
blow at our American industrial plants 
more than 2,500,000 workers are miss 
ing. Here in the United States every 
working day 3 per cent of all employes 
are reported absent on account of -ic- 
ness or industrial accidents. Each year 
more than 2,250,000 work years are lost 
on account of sick and injured men 
and women. At the low average wag? 
of $3 a day this entails a yearly loss 
of more than $2,000,000,000 in wages 
and an equal amount lost to the mant 
facturers through decreased production. 
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The Careless Proofreader 
One of the big casualty companies 
js suffering mental anguish over the 
careless proofreading and manner of 
abbreviation of the telephone company’s 
new telephone book. What the book 
meant to say was “Cas. Department.” 
What it really says is “Gas Depart- 
ment.” 
* * * 
All in the Point of View 
A young university professor who is 
specializing in insurance, and who has 
received a number of attractive offers 
from insurance companies, has decided 
to remain with the university. Asked 
why, he said to The Eastern Under- 
writer: “They have nothing to offer 
me except more money.” 
* . * 


T. G. Troy in Charge 

The Bank Check Insurance Depart- 
ment of the U. S. F. & G. has been 
established to develop check alteration- 
forgery insurance business. It is under 
the management of T. G. Troy, who 
as a thorough knowledge of the line 
and experience in its sale. 

District managers have been ap- 
pointed, and under them special sales- 
men. While the actual work of solicit- 
ing will fall upon these trained men, 
agents are asked to furnish helpful in- 
formation and suggestions. The poli- 
cies will be sent to the local agents 
for delivery, and they will collect the 
premiums. 

s 7 s 
Relative Compensation Rates 

Fieldmen often inquire of the home 
ofice why there is a difference in 
rates for compensation on different 
manual classifications which appear to 
carry the same degree of hazard. The 
Agents’ Record. the house organ of the 
Continental Casualty Company, cites 
the following as a typical question: 

“Why is it that John Jones, who runs 
adry goods store, has to pay a rate of 
36 cents, while next to him Henry 
Smith, who operates a clothing store, 
only has to pay a rate of 17 cents? 
There is absolutely no difference in the 
hazard of the two establishments and 
there must be something wrong with 
the rates.” 

The explanation of this difference in 
rate can he attributed to the fact that 
losses under compensation policies are 
not always payable ‘in exact ratio to 
wages. The minimum payment for com- 
pensation cases also influences the rate. 
So when it is taken into consideration 
that the premium is based on payroll 
itis evident that for an industry paying 
low wages, a higher rate must be 
charged than for a risk where the wage 
level is considerably higher. In this 
caes the clothing store carries a larger 
payroll, for the same number of em- 
Ployes, than the dry goods store. 

om we ~ 


Burning Candle at Both Ends 


Speaking before the Missouri Asso- 
ciation of Insurance Agents, George E. 
Turner, of the Casualty Information 
Clearing Touse, said: 

The stock company agent who places 
business with mutuals and reciprocals 
is burning the candle at both ends. He 
feeds the system which attacks his 
business and in so doing loses his own 
strength to defend against the attack. 

Hither he lacks conviction with re- 
Spect to the stock company system, or 
he has not the courage to stand by 
that conviction. If an agent believes 
in the mutual system, if he holds a 
Sincere conviction that it can and will 








function more effectively as a factor 
in the conduct of American business, 
then let him get into the mutual busi- 
ness and “stand up and be counted” 
as a mutual man, but first and above 
all things, let us have a conclusion— 
are you a stock company man, or are 
you not? 

It is apparent that the placing of 
business with mutuals by stock com- 
pany agents is accounted for almost 
entirely by the fear of losing business 
from their books. I do not know of a 
single agent following this practice who 
has been able to defend his business 
from the mutuals and reciprocals. In 
an attempted justification of placing a 
particular risk with a mutual, I have 
heard agents say, “I could not afford 
to lose that business.” As a matter of 
fact, can you afford to hold it on any 
such basis? 

Suppose you sell a mutual policy to 
one of your assureds and he has a 
bad experience thereunder. Do you 
think you will likely hold his business 
when he decides to come back to stock 
insurance? Or will he go to the agent 
whom he knows would rather lose than 
compromise upon what he believes to 
be a fundamental principle in his busi- 
ness? 

Too many agents are afraid of los- 
ing. If the principle involved in the 
competition between the stock system 
and the co-operative system in third 
party insurance is not worth losing for, 
then it is not worth fighting for. 

*» * + 


Gauvin Agency to Move 

William street will house another 
leading casualty agency after the first 
of the year when the Gauvin Agency 
moves into the eight-story building at 
90 William street. The Gauvin Agency, 
which has been located at 80 Maiden 
Lane for a long time, will move into 
the quarters now occupied by the 
metropolitan department of the Fidelity 
& Casualty Company. The Gauvin 
Agency represents the United States 
Fidelity & Guaranty Company for all 
casualty lines except burglary and 
plate glass. 

* + 
F. & C. Takes More Space 

The block on William street between 
John and Fulton streets will house an- 
other insurance office after the first of 
the year when the metropolitan depart- 
ment of the Fidelity & Casualty Com- 
pany moves into 130-134 William street. 
The metropolitan department of the 
Fidelity & Casualty is now located at 
both 90 and 92 William street, where 
it has been for many years. The need 
for larger quarters makes the move 
necessary, and the denartment will oc- 
cupy the ground, second and third floors 
in 130-134 William street. 





“TANK” FOR NATIONAL SURETY 


A bullet-proof “tank” is to be put in 
service by the National Surety Com- 
pany to transport the millions of dol- 
lars of securities which the company 
handles annually. This armored car 
will displace the usual messenger and 
will be heavily guarded. It will be pro- 
tected throughout with one-quarter inch 
steel and its crew of two armed guards 
and chauffeur will be well armed and 
trained to shoot effectively. 





The Maryland Casualty’s rates for 
electrical machinery insurance are now 
in process of being tabulated. 








The “Home” of Automobile Insurance 


Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 
The Home Insurance Co., New York 


59-61 Maiden Lane 
Phone: John 1363 




















The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


HOME OFFICE, 


CHARTERED 1874 


PLATE GLASS INSURANCE 


Eugene H. Winslow, President 
Robert A. Drysdale, Vice-Pres’t 


RELIABLE AND ENERGETIC AGENTS WANTED 


47 CEDAR STREET 


S. Wm. Burton, Sec’y 
Albert H. Lahy, Asst. Sec’y 











Telephone:—John 5880 


MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 
the conference rates. 


Business written only through brokers 


We are open for agencies in New York and Pennsylvania 








W. E. SMALL, President 


You 
are 





When Insured in 


Georgia Casualty Company 
Sure O;y SERVICE is 


Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 


Everyone 











37 YEARS A TRAVELERS MAN 


Percy W. Wood of the P. W. Wood 
& Son Agency, Ithaca, N. Y., is now 
completing his thirty-eighth year as a 
Travelers representative, for his first 
contract with the company was dated 
April, 1884. 

He began business under the name 
of Charles C. Wood & Company. In 
1885 he made an individual contract 
with the company. In January, 1914, 
he took in with him Percy O. Wood, 
and they did business together up to 
the time of his son's death as P, W. 
Wood & Son, agents. 

Now, Mr. Wood is 70 years old and 
has represented the Travelers continu- 
ously for more than thirty-seven years. 





A. & H. COMPANY ORGANIZED 

The American Life & Casualty Com- 
pany of Jackson, Tenn., has been or- 
ganized. with authorized capital of 
$100,000. Thomas I. Taylor is presi- 
dent, W. N. Mynatt, vice-president and 
general manager; J. Ed. Mercer, secre- 
tary, and Oliver Benton, treasurer. For 
the present the company will cover the 
health and accident field; later it may 
enter that of life insurance. 


AGE FAILS TO BAR RECOVERY 

Recovery under an automobile liabil- 
ity policy is not barred because the 
driver of the car at the time of an 
accident is under eighteen years of 
age. This has been decided by the 
New York Court of Appeals in the case 


of E..G. Messersmith against the 
American Fidelity Company. Action 
was on a policy insuring the plaintiff 


against accident suffered at ahy time 
through the use of his automobil® and 
the court concluded that public policy ~ 
does not forbid the enforcement of 
the contract despite the youthful age 
of the driver. It was brought out the 
accident was one of negligence and 
not of willfulness. 





CHRISTMAS TREE DINNER 

Dinner at six, followed by the elec- 
tion of officers for next year, and then 
a Christmas tree party with Santa 
Claus himself appearing personally, is 
the order of events being planned for 
the annual meeting of the Casualty and 
Surety Club, December 29, in the Drug 
& Chemical clubrooms, at 100 William 
street. Mr. King, of the Hooper-Holmes 
Bureau, isin charge of the arrange- 
ments.’ 
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